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We Help Every One 
of Our Agents 


And it isn’t desultory kind of 
help, that comes spasmodically 
and without any definite aim. It 
isn't the kind without which, 
the agent could make just asgood 
progress. But it is a live, virile 
agency help that is continuous. 
It is not directed in a haphazard 


way. The field problems of 


the agencies are carefully studied 
and the help accorded all agents 
is directed at solving every field 
problem. Nor is the help di- 
rected at present day problems 
only. Future problems are an- 
ticipated and carefully consid- 
ered and analyzed in our effort 
to bring only the most valuable 
aid to all our agents. 
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Life Insurance Men— 


A Contract with Our Company 
will insure you a prosperous year 


BEST COMMISSIONS—BEST POLICIES—WRITE US 
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APPLEBY AT HEAD OF 
OHIO NATIONAL LIFE 


Named to Succeed Late Albert J. 
Bettinger As President of 
Cincinnati Company 





HAS SUCCESSFUL CAREER 


As Secretary of the Company He Is 
Largely Responsible for Its 
Splendid Achievements 
\t a meeting of the board of direc- 


tors of the Ohio National Life of Cin- 
cinnati held Wilson 
\ppleby, secretary of the company, was 
Albert J. 
Blashill, 


secre- 


Thursday, Troy 


elected president succeeding 
Bettinger, deceased. Stuart J. 
assistant secretary, was clected 
tary. 

President Appleby is still a young 
Morrisville, 


man, having been born at 


Mo., Oct. 2, 1874, and graduated at 18 
irom the Morrisville College with de- 
grees of A. B. and A. M., afterwards 
taking a post graduate course at Chi- 


cago University. He is a charter mem- 
ber of the American Institute of Actu- 
aries and a fellow of that body. 

His insurance career began with the 
Central Life of Ottawa, IIL, in 1905 and 
in September, 1906, he was elected sec- 
retary and actuary of that company. 
He resigned in July, 1910, to become 
secretary and actuary of the Federal 
Life of Chicago and remained with that 
company for four years 


Responsible for Company's Growth 


When Mr. Appleby decided to join 
forces with the Ohio National Life in 
May, 1914, he found that while the 
company had been organized in Sep- 


tember, 1909, it only had about $3,800,- 
000 ordinary business in force and that 


new business was so scarce that, as he 
put it to a friend at the time, “when 
an application comes in everybody 
stops work and has to look at it and 
then celebrates.” His agency organ- 
ization ability soon made this different 
and it is perhaps sufficient to say that 
now the company has $38,000,000 1in- 


surance in force or ten times the amount 

the books in 1914 and has written 
$7,400,000 the first six months of 1922. 
The assets of the company have grown 
from $850,000 in 1914 to $3,500,000 in 
922 and the affairs of the company ar 
generally regarded as very prosperous 

Actuary and Manager 


Mr. Appleby is that somewhat rat 
mmbination in this country, though 
common enough in England, of actuary 
and manager and has always taken a 


great interest in agency organization 
work. He is very popular among execu- 
tives and field workers alike and all 


knowing him predict increased success 
ior the Ohio National under his ad- 
ministration of its affairs. He com- 
mences his term of office with the good 
will and best wishes of a host of friends. 


| PLAN MONSTER PICNIC 


FEATURE OF TORONTO MEET 


Canadian Association Announces De- 
tails of First Day's Enter- 
tainment De Luxe 
The entertainment committee of the 
Canadian Association of Life Underwrit 
ers is planning a monster picnic as a 
get-together affair for the evening of 


Chird International 
Underwriters 

The world Highlanders’ Band 
will appear in and it 1s proposed 
that the band will head a parade of the 
delegates from the King Edward Hotel 
which is to he 
through the 
ferry, where all the 
at the disposal ot the 


the first night of the 
Convention of Life 
lamous 


1%. 
Kits, 


convention he; 
heart of the city to 
boats will be placed 
delegates 


Entire Island Reserved 


Arrangements have been made to re 
serve an entire island for the picnic 
Toothpick Island, as it 1s called, will 
be the scene of the festivities. It will 


be especially decorated tor the occasion, 
and various athletic competi 
tions have been planned, not forgetting 
baseball (Associations desiring to enter 
} 


forms of 





baseball teams in the tournament hav 
been requested to communicate with 
William H. Mays, Jr.. Sun Life Build- 
ing, Toronto 
While the Can \ssociation is 
planning numerous attractive soci 
and entertainment features, the picnic 
affair, and no stone has 


will be the big 

been left unturned in preliminary ar 
rangements to make it 
Reports from all sections of the country 
indicate that there will be an unprec 
dented attendanc: 


a huge success 


Guardian Convention 
Madison, Wis 


vention t 


National 


The Guardian Life oi 
will hold 
Madison, 


its agency col 


Sept 7-8 


T. W. APPLEBY 
Elected President Ohio National Life 








GANSE STOCK GOES UP 
BOOMED FOR THE PRESIDENCY 
Prominent Boston Life Underwriter Is 


Favored for Chief Post in the 


National Association 


NEW YORK, Aug. 9.—Sentiment 
among the life men ot the country 
gathered im this city continues to strong- 


Franklin W Boston 


as 


lv tavor Gianse ot 


as the next president of the 
Association of Life Underwriters. While 
Mr. Ganse thus far has evinced no 
illingness to accept the othce the pres- 
sure that will likely be brought to bear 
upon him at the annual convention at 
loronto the latter part of the present 
month may prove irresistibl 
Is Tireless Worker 
\s chairman of the executive com 
mittee of the organization Mr. Gans« 
has been tireless and effective in ad 
vancing its interest. His contribution to 
the subject of lite insurance and inheri- 
tance taxation has been ot the greatest 
service to solicitors im all sections ofl 
the land. Agency leaders here are very 
confident that the National Association 
would continue its progressive career if 
Mr. Ganse could be induced to succeed 
the present efficient John L. Shuff as 
chiet executive of the organization 


Mr (sans« is home otic general 


agent of the Columbian National Life 
at Boston. He is now serving as presi 
dent ot the Boston Association of Life 


Underwriters and has don 
tor the 


his own « as we 


yeoman 
ement in 


itional 


SseTVice association 


ll as iv 


mov 


C. S. Coates Made Assistant Actuary 


( laren S. Coates roti ot Bat 


ett N. Coates, assistat secretary and 
actuary ot the Western States Life of 
San Francisco, has bees appomted a6 
sistant actuary of the company 


FRANKLIN W. GANSE 
Boomed for National Association Head 


| ing 
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ILLINOIS LIFE HOLDS 
MEMORABLE CEREMONY 


Lays Corner Stone of New Million 
Dollar Home Office 
Building 


MANY NOTABLE SPEAKERS 


Vice-Presidert Cool- 
idge, Superintendent Houston, Pay 


Gencral Dawes, 


Tribute to Stevens and Beau 
tiful Structure 


Last Saturday was a memorable oc- 
cas1on the history of hfe imsurancs 
in Illinois and especially with the I[h- 
nois Life, that day seeing the dedica- 


tion exercises and the lay ing ot the cor 


er stone of the Illinois life’s new mil 
hon dollar home office building Th 
mecting was graced by the presence of 
several men of national repute, Gen. 
Charles G. Dawes, former director o1 
the budget, and Vice-President Calvin 
Coolidge being present There wer 


local lif 
Commissioner 
Illinois was 


veral officials from 


also St 
companies and Insurance 
Thomas |. Houston of 


present 
(Closed Day's Celebration 

Che tield force of the Illinois Liie had 
een the guests of the company tor the 
entire day, conferences having been held 
uri the morning and a buffet lunch 
ol erved at noon, and the cornet 
one ceremony was held in the after- 
noon Che Illinois Life forces and 
guests assembled in the nerth wing otf 
the building, which has just beep 
tarted rhis building, the south wing 


of which is nearing completion, prom 


ses to be one of the most beautiful 
structures in the new business section 
north ot the river in Chicago. Praise 


the beauty and location of the build- 
and tribute to James W. Stevens, 
founder and president of the company, 
were given by all of the speakers. R 
\W. Stevens, vice-president and man- 
the Illinois Life, was master of 
ceremonies presented a well ar- 
progran 

and Coolidge Spoke 


lor 


agcr ol 
and 
nged 


Dawes 


\fter the invocation, which was pro- 


nounced by Rev. Arthur A. Amy, Vice- 
President Stevens introduced Gen 
Charles G. Dawes, chairman of the 


voard of the Central Trust Company ot 
Illinois and former director of the bud- 
‘ of the United States, who expressed 
appreciation of the company and its 
|} purposes in his usual forceful maneer 
General Dawes told of some of his 
carly experience with life insurance an?’ 


said that he knew well the general pub- 
lic attitude toward the life insurance 
agent, having attempted at one time to 
sell some policies. He said that while 
there is no use trying to believe that 
the life insurance agent is welcomed 
by the public, it should be fully under- 
stood the important place the life un- 
derwriter holds in community life and 





? 


his value to the community. He said 
that the Illinois Life is an institution 
which is rapidly growing and is already 
omething that everyone in Chicago and 


illinois is proud of. He remarked how- 


ever that the rapid growth of the com- | 


| Vice-President Gilbert Knudtson of the | Illinois Life’s $1C0,000 Club Officials 


pany and the ambitions of President 
Stevens are such that it would not sur- 


him to see the building give way 


ris 

> two or three successive and larger 
structures within the present genera- 
iion. Calvin Coolidge, vice-president ol 
the United States, who was spending 
the day in Chicago with General Dawes 
was then introduced and gave a brief 
talk on the value of life insurance and 


he life underwriter to the institution of 


democracy 
Houston Praises Company 


Superintendent Hovston of the Llh- 
nois insurance department was then in- 
troduced. He told of the rapid growth 
of the Illinois Life and its present posi- 
middle western insurance 


tion among s 
companies, reierring oiten to hgures 
the Illinois department. Mr. 


trom 
Houston said that the Illinois Life was 
the first legal reserve lite company 
chartered in Illinois. He said that in 
the last 21 years the company has in- 
creased its admitted assets from $303,- 
000 to $20,000,000. He further 
that of the $66,000,000 of insurance writ- 
ten in the state in 1921 by Illinois com- 
panies 25 percent was written by the 
Illinois Life. Mr. Houston paid tribute 
to the officers of the Illinois Life and to 
officers of all life insurance companies, 
stating that they had been proven the 
most satisfactory to deal with in the 
insurance department. 


said 


Company Producers Speak 


Eugene R. Pike, president of the Lin- 
coln Park Board, which has supervision 
of the territory surrounding the new 
home office, was to have been the other 
outside speaker, but he was called from 
town. He wired his message to Presi- 
dent Stevens and paid a tribute to both 
building being 


that executive and the 

erected by the company, saying that it 
was a worthy addition to the Lake 
Shore Drive on which it is located. 


Vice-president Stevens then introduced 
three of the company’s leading produc- 
ers and old-time members, all being 
members of the “Old Guard,” the com- 
pany’s group of 20-year veterans. These 
were William B. Davis, southwestern 
general agent, who has built a great or- 
ganization in that territory; Thomas J. 
Henderson, agency manager for Mich- 
igan, who has built the business in that 
state so that the company is a worthy 
competitor in that field, and Eugene 
C. Wharf, general agent of the Wabash 
Valley agency, whose efforts also aided 
in building the home state business ot 


the company. 
President Stevens Lays Stone 
The close of the ceremony was the 


laying of the corner stone by President 
James W. Stevens. Vice-President R. 
W. Stevens read the record of articles 
placed in the corner stone, which in- 
cluded current issues of the leading in- 
urance journals and daily papers 
complete file of all contracts, signatures 
of all employees, roll of the “Old 
Guard,” and a list of corner-stone pol- 
icyholders. The ceremony of laying the 
stone was then completed by President 
Stevens 

Among the guests of the company, 
in addition to the speakers, were: 
Mott A. Brooks, assistant secretary of 
the Life Presidents Association: A. M. 
Johnson, president of the National Life, 
U. S. A.: Isaac Miller Hamilton, presi 
Federal Life: W. H. Hinebaugh 
counsel Central Life of Illi- 
nois: Alfred Clover, chairman of the 
board of the Public Life; Walter E 
Webb. superintendent of agencies o! 


Alfred 


dent 
general 


the National Life of U. S. A.; 
MacArthur, Chicago. general agent of 
the National Life, U. S. A 

The officers, directors and emplovees 
of the Montana Life held their annual 
outing last week at Eichmeyer's Lake, 
Helena, Mont 


| 


| 


THE NATIONAL 


BUSINESS HAS BETTER TONE 


Mutual Trust Life, Says That 
Signs Are Auspicious 


Gilbert Knudtson of Chicago. vice- 
president of the Mutual Trust Life of 
| that city who is in charge of its agency 


department, sounds a highly optimistic 


note as to the outlook for business this 
| fall. While at present the agents are 
| finding it rather slim picking largely 


| because of the vacation season, yet Mr. 





Knudtson states that every indication 
points to a prosperous four months be- 
ginning Sept. 1 unless the coal strike 
prostrates industry and demoralizes 


business. 
Phe Mutual 


business in the 


a large 
districts. | 


Trust Life does 
agricultural 


Mr. Knudtson says that his company, 
like others, has suffered from business 
stagnation among the farmers. How- 


ever, now that crops are being sold and 

the farmers are getting hold of some | 

money, he says that the agents find | 

there is a market for insurance and | 

there is less likelihood of present insur- | 

ance being reduced or lapsed entirely. | 
Better Conditions on Farms 


Mr. Knudtson says that so far as his 
company is concerned it found North- 
west lowa in worse shape than any 
other part of the field. This is an ex- 
tensive agricultural section which was 
very hard hit. Even there, Mr. Knudt- 
son says that there is an entirely new 
and fresh outlook. 

He says that in some of the territory 
ihe agencies have voluntarily increased | 
their quotas. He believes that the | 
strenuous times through which people | 
have passed have been a great teacher | 
in showing the value of life insurance | 
in its permanency and dependability. 
They have passed through an era of | 
great inflation, speculation and spend- 
ing. They see now that life insurance 
is the most solid foundation. It does | 
not fluctuate. It is something about | 
which the people can speak with defi- | 
niteness. They know that it will be! 
just the same tomorrow as it was yes- | 
terday. 

Life insurance is so definite as to its | 
future that a man can know just what | 
he has. There will be no scaling down, | 
deduction, shrinkage or alteration. It is | 
this feature that undoubtedly is making | 
a big appeal to all those who desire to | 
build on solid foundations and to create | 
an estate that will remain intact through | 
the changing vears } 


| 





Ihe Illinois Life, commenting on the 
| new officers, says: 
“It of course grieves us very much 





JAMES W. STEVENS 
Founder and President of the Illinois Life 
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'SEE MUCH FAIRER DAY| COINCIDENCE IS NOTED 


OFFICERS FROM ONE AGENCY 


Come From the Southwestern De- 
partment of Company 


\ comeidence is found in the new 
inecers ¢ e $100,006 Club of the Tili 
nois Life All the officials come from ! 
the southwestern department with 
headquarters at Kansas City, over 
which preside General Agents W. B. 
and Roger Davis The Davises, father | 
and son, have built up a magnificent 
business in Missouri and Kansas. That | 


topnotcher is proved | 
that William L. 
Mo., is president ot 

Childs of 


heir agency 1s a 
by announcement 


Coonrod of Butler, 


the $100,000 Club; Wesley R. 
Kansas City, first vice-president; Ira A. | 
McBride of Springfield, Mo., second | 


vice-president, anc Halbert F. Coonrod 
of Butler, Mo., brother of William L., | 
third vice-president. The $100,000 Club | 
meeting will be deferred until January, | 
when the club members will assemble | 
at the home office in Chicago to take | 
part in the formal opening of the new | 


building. 


Comment on the Officers 


that no home state representative is in- 
cluded in the distinguished list of 
$100,000 officers, but consolation is to 
be found in the fact that if the presi- 
dential handicaps were eliminated the 
presidency and first vice-presidency 
would have gone to Illinois, the second 
vice-presidency to Indiana and the third 
vice-presidency to the Southwestern de- 
partment. The official line-up with 
presicential handicaps eliminated would 
have included three past presidents and 
would have been as follows: Otto H. 
\ugustine, president, Illinois; James E. 
\Wroughton, first vice-president,  Illi- 
nois; Eugene C. Whart, second vice- 
president, Indiana, and William L. 
Coonrod, third vice-president, Missouri. 
Manager John M. Kelly of the Chicago 
South Side agency missed being Srst 
vice-president by just $2,500, having 
previously been a second vice-presideng 
John was not eligible under club rules 
to a lower office than first vice-presi- 
dent 





Sketch of New Officers 
“W. L. 


Coonrod of the Southwestern 


department, who takes the presidency 
of this year’s $100,000 Club, came with 
the 

May, 


company just three years ago— 
1919, anc in commenting on the 


R. W. STEVENS 
Vice-President and Manager Illinois Life 
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appointment General Agent W. B 
Davis wrote us that he thought they 
had ‘picked a winner.” W. L. had had 
no previous insurance experience, hay- 


ing been school teacher. President 
Coonrod specializes on the smaller poli- 
cies, but as you may well surmise he 


number of them dur 
the year—and deliv them. Durin 


23 applications for a 





writes quite a 


ers 





Vice-President W. R. Childs. 


associa general agent ol the South- 


western epartment, will complete his 
tenth year with the Illinois Lite in De 
cember, 1923 W. R., in contrast to 
W. L., specializes in the larger policies, 


as an occupation tor his spare minutes, 
and is with reason proud of the averag, 


size of his policies for the club ye 

just past, which was $11,265 plus. But 
don’t take it from this that we are urg- 
ing you to specialize in the larger poli- 
cies. If you are fitted to write the 


’ 
larger policies you will write them; and 


if you are fitted to write the smaller 
ones, it is in writing the smaller ones 
that you will find success. 

“Second Vice-President Ira A. Me- 
Bride of the Southwestern department, 
also came with the company in 1919 
early in January. After meeting Mr: 
McBride at the Kansas City convention 
in 1919, ‘R. W.’ made note that he 
looked like a comer and would un- 


doubtedly produce a fine business, and 
Mr. McBride has justified this belief 
In addition to securing the second vice- 
presidency, Mr. McBride has completed 
this summer the work necessary to 
secure his degree of bachelor of science, 
which was conferred upon him July 25. 

“Third Vice-President H. F. Coon 
rod, also of the Southwestern depart- 
ment, and a brother of W. L., came to 
the Illinois Life in May, 1920, encour- 
aged by the splendid record made by 
W. L. during his first year in the serv- 
ice. H. F. was without previous 
insurance experience, like his brother 
having been a school teacher and super 
intencent of schools. H. F. also writes 
the smaller applications, and many of 
them.” 


also 





TO HOLD ANNUAL CONVENTION 


American National Sets Aug. 11-12 as 
Date for Round-Up of All Field 
Force 


The American National of Galveston, 
Texas, will hold its seventeenth annual 
convention Aug. 11-12 at the home office 
in Galveston. The convention will 
open Friday morning, Aug. 11, with a 
general meeting at Hotel Galvez. One 
of the home office officials will give an 
address of welcome which will be 
answered by one of the field men and the 
meeting will then turn into a business 
session before which the company’s 
officials and field men will give several 
talks on the company, adjustments, deb- 
t contrel, renewals, medical department 
operations and the business of life in- 
surance as a profession. On Friday af- 
ternoon there will be a meeting of the 
Industrial Department and also of the 
Anico Club of the Ordinary Depart- 
ment. At cach of these meetings mem- 
bers of the field forces will be called on 


for informal talks and discussions of 
business problems. The annual ban- 
auet will be held on Friday evening 


On Saturday morning there will be an 
informal meeting at the home office. a 
get-together of all field men of the 
company, giving them an opportunity 
to view the home office equipment and 
the details of operation of the com- 
pany. The afternoon will be given 
over to recreation. 





F. M. Nettleship Has Resigned 


Frederic M. Nettleship has resiened 
as general superintendent of the Penn- 
svlvania Mutual Life of Philadelphia 
He has to his cred't a consistent good 
record during the entire five years he 
has held the agency management 





——— + etm 
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H. GASTON OF 
METROPOLITAN DEAD 


| GEO. 


Entire Career Spent with Indus- 





trial Companies, Beginning 
in 1874 
SECOND VICE-PRESIDENT 
Was One of the Great Developers of 
Business in the Industrial 
Field 
ge H. Gas st \ res 
of the Met I and one 
| outsta g 2 es mm th lus 
m1S1 rf or ed s 1 \ ~ 
~ 1 x e p g 
g g Mr. Gas . co 
S ental » ‘ 
g S entire siness ¢ < 
He was I in Newa N. J \ 
1858, and after going to the public 
hools entered the servic tf the Pru 
ential at the age of 16. It was in the 
rudential office that he studied the in 
dustrial system, learned the application 
insurance to it, and thus laid the 


undation for an extremely useful life 

He became identified with the Metro- 
politan Life an clerk in 1879 
ind since then has been identified with 
that organization. He became 
clerk of the Metropolitan and in 1891 
elected secretary He became a 
director at the annual meeting in April 
12, 1892, and at the next meeting of 
the board, April 26, 1892, was elected 
second vice-president. He was then 34 
years of age. He held the oi 
secretary and second vice-president until 
May 17, 1894, when he relinquished the 
secretaryship and since that time con- 
tinued as second vice-president. He had 
special charge of the industrial depart- 
ment and was responsible to a large ex- 


office 


a> 


Was 


offices 


tent for the upbuilding of the magni- | 


ficient business of the Metropolitan 
He was a man of splendid personality, 
fine cordiality and refined He 


tastes 





was very popular with the men and his 
ficial associates 
Mr. Gaston was playing golf at the 
Somerset Hills Country Club at Ber- 
rdsville, N. J. With him were Georg* 
Woodward and Dr. George L. Me 
vardee, both Metropolita I e officials 
Had a Sympathetic Nature 
saston was |} id clerk 
« { V¢ the ot < 
d as triend o every 
, Mr. Gas s duties 
leadership tl field 
the Metropolit n Lite 
w to deve p nd to become prom- 
t not only in indust ore 
business, Mr. Gaston took charge 0 
dustrial departmen He n 
v trips into tl eld and address 
1 opolitar Life igents Hy ecam 
’ ywn personally to t superinten 
nts, assistants and many agents. Mr. | 
Gaston was president of the Home| 
Otnce Veter2ns \ssociation ind took 


1 


v interest in all pertaining to the 
of the clerks. 
; Mr Gaston snoke at the last 
he Association of Life Agency Offi- 
in Chicago and created a profound 
pression His appearance on the 
latform was a distinct tribute to that 
rganization and his address was schol- 
ly and full of inspiration 


re 
meeting 


Stricken in Lounging Room 


Mr. Gaston had been at his desk the 
revious day, but stayed home on 
Vednesday for a little recreation. He 
vas chatting with Vice-President Wood- 
ward and Dr. Megardee in the lounging 
room of the country club at Bernards- 





head | 


LIFE 


INSURANCE 


EDITION 


TO HOLD A CONVENTION CAN MAKE ANY CHANGE DUODENAL ULCER AND 


EQUITABLE OF IOWA PROGRAM 


Agency Leaders Have Their 
Meeting Next Week in Detroit— 
Many Events Scheduled 








lal agency conv 1 of the 
qu e Life of lowa \ e held in 
Det t Tues Wednesday nd 
i s y ot nex week I ss ol 
ome will be give yoy |. Fr Law 
sit t t Detr« Life | 
vriters Associati Aside tre 
the pirat ‘ pl 
\ give talks wi e Presi H 
mF \ Preside F. W. H 
I I tive Advisor Cc. ¢ 
\ SSIs nt ~ 4 ‘ = \ hah \ \ 
Pres B. k. Hadl Vice-Presid 
mm 3 Aldrich, | 1 Supervis Pp. M 
Ray. Vice-President and Act R. G 
Hunter. Dr. F. L. Wells ca < 
\ banquet will | \ 
ver g | S S 
Judge C. J. Orbison of I nd 
( ‘ T Avres eside ‘ 
\r Life i D Tudge Orbi- 
; ? 7 ? , spe ; < ‘ . 
Fst ilesards im Life Ins 
Certificates Not Admitted 
of Ohio ruled that cert s ise 
buildir n par 
be accepted b the Ie] ‘ here 
th law eq red depos 1 
f stocks or bonds « e | ted State 
or o the state ! iml\ ] 
or ount or ot !1 rtgwaces Tt ine! 
| « 1 veered eal estate It was 1 that 
ihnese certificates were not ‘ i 
! f she cecurities spe } thoug! 
ithe assets of the build nd faa 
| companics ere loaned o1 morte 
| security 
| af af ittorney general for 1917 \ 
lame 1. 173 » wae ff ded that stat 
em nh Ea saan arged 
by cc t cto! ) 1 h was 
, eT 1 <t ed 
Meador Agency’s Record 
\\ 1 Meador manager t 
Souther (Cahtornti vel at | R \r 
cles of tl National | & Accide 
) ? ? W ¢ 
‘ king 
’ ; \ 
{ 
| ‘ re 
oO 
al r 
1c} ; . ne 
' 
S| ie 
; | 4 
Hughes Addresses Ad Men 
George W. Hughes, Des M s 
ger for the Aetna Life, told tl Ad 
nen's ( »1) vit 7 Ine ance 
and Some of Its Advantages it t 
weekly meeting of the orgat 
week Sales problems in tl surance 
held were give | ? nee t! 
speaker 
ville, when he was stricken with apo 
plexy, dving within thre ours. Fun- 
| eral services, which -were held tro St 
| Bernard’s Church, at Bernardsville, his 
summer home, were attended by a large 
company, over 250 executives and em- 


ploves from the head office of the Met- 
ropolitan Life making the journey from 
New York by special train. President 
Haley Fiske and such other officials of 
the company as were in the east acted 
as honorary pall bearers 





Annual 


COl MBUS, O 0—Recently 
t ques s propounded to Super 
t Gearheart of the Ohio depart- 
nt as to whether or not a fraternal 
" 1 s constitution and by 
T ‘ cu t! i\ ent ot th 
s s < a 1 certain age ct ld 
t i \ al ent take 
t t holders the right to 
cast sett] er D he 
s opinion sak 
States if | is ¢ 
Sta ‘ 1 N i I ter ‘ > 
g to | S \ ws ( 
ted fo Z 
s cannot be aftect \ 
‘ ci ‘ | 
\ | Report nnotat 
‘ I} © d 
‘ s Vv poss contrary to t 
t t t year to lay « A 
¢ te al ca cha , ‘ 
ry ws s efiect existing co 
rise 1 Home Circ 
as 
MeGov vs rotherhood and ( 
a5 OC. S. 460 
same cast 
20. C. C. (N. S.) 137 
Section 9468 of the General Code of 
Ohio expressly provides that changes 
idditions or amendments to the consti 
tution or by-laws shall be as binding as 
| if in force at the time of the application 
| te membership 
Artic! XITl section of the Ohto 
nstitution reserves to the legislature 
t ight to alter or repeal laws govern- 
“ corporations 
1 am the pinion that under the 
decision of the Ohio courts, this organ- 
tion had right to make this change 
Whether ew of different holdings 
othe states, our own court would 
change their position 1s a matter of con 
ct But T she 1 not believe that a 
th t involved here would 
, 
Coast Agency Making Record 
he special July effort of the home 
gency of the Pacific Mutual | 
ctive of which was to reach tl 
rk for tl fret seven 
‘ ‘ f lted ‘ 
¢ hed on July > 
* , ry 
, ear to | g 
to & ao 35% All iy , 
ss oOmwo ¢ <1 ‘) 
| 1. 4 
‘ Teel ’ ‘ 
. th, ar ‘ 
A hace he 
t \ 
Manager Tol H Russell. wi 
n S 25.000,000 the quota 
+] : a4 his fathe Tol 
X = manag ' ] 
‘ ( ] nthe ore ¢ + . 
( e vol ¢ necessary to tl 
' t of this It ing the r 
1 1922 | been reduced t 
thiv quotas. or percentag } 
ter ‘ iro iverage results of tl 
ls months of the previous fourts 
irs expe ence of the agency and 
i syst tic effort will e made ea 
1 onth to accomplish its share of the 
| tot t to be produced 


RULING OF OHIO DEPARTMENT 


Superintendent Gearheart of Ohio Rules 


Regarding the Action of Fraternal 


in Altering By-laws 





Appointed Agency Instructor 
B. Marshutz 
agency mstructor 


for the New 


has been appointed 
for Milwaukee terri- 
England Mutual Life, 
by A. L. Saltzstein, general agent. Mr 
Marshutz been connected with life 


companies for more than 30 years 


has 


INSURABILITY EFFECT 


Medical 
Department Gives Some Ob- 


(John Hancock Mutual's 


servations on Subject 


REACH FEW CONCLUSIONS 


Much 


Interesting Observations 


Placed the 
Made by 
Actuary Arthur Hunter 


Reliance Is in 


t s g researches 

tly oO subject of d lenal 

‘ Che ey ation has cen made 

\\ reac w cone ons 

: \ ppl ts who 

( th gastrn or duo 

t xg es s e observations 

es ect » the re s The Joh 

ri c s ire says that there 

s bec some advance in late years in 

il knowledge of this subject and 

gery has so been introduced as a 

imeans of effecting a cure It is partly 

etermine the effect of this surgery 

} that the medical department has gon 
jinto the subject Che report says 


Surgery Is Comparatively New 


this 


al h 


ston surgery ot nature ts 
comparatively so new that it is not easy 
|! » obtain reliable figures in any amount, 
d each investigator, with the excep- 
| tic of the work done at the Mayo 
Cl reports only on a small number 





oft cases 


and these are frequently re 
| ported 


as surgical ‘cures,’ perhaps be- 


|}cause they are not actually operative 
casualties, or because they have ap- 
| parently been tree from symptoms for 
| short periods after the operation vary 
| ing from a few months to two or three 
| vears Furthermore the type of treat 
} ment instituted was not always given 
| so that in the favorable cases we can- 
not be sure which seems to be the safest 
procedure tor the particular type otf 
j}ulcer and the most likely to prevent 
rence 
Physicians Differ in Opinions 
Physicians themselve differ quite 
Ily s to the proper method of 
t t some advocating prompt sur- 
] enti ind others claiming a 
age of cures by edica 
‘ ‘ Che larger and better 
cs sec to strike a more or less 
the method of treat 
rn cic treatment a tar 
s not give relict 
sur ‘ , 
‘ . red before th get 
X\-1 is an rid 1d apg 
rious unreliable an 
‘ vit operative cases 
e f t ce d { the 
t e ¢ tthe \ il ! 
use of faulty preoperative diagnosis.” 
Can We Reach Final Conclusions? 
While the report deals with the sur- 
g | operations and deductions mad 
! < d ( i prac titioners 
stitut < he so-called “Mayo 
1 ma , d by the Mayo broth 
. Rochester, Mini is regarded as 
| most authentic nd complete.’ 
€ eport concludes that the results of 
| surgical operations are not yet suffi 
ently known to form final definite con- 
iz sions 
Che main reason why medical direc- 
|tors look with disfavor upon risks 
afflicted with gastric or duodenal ulcers 
is the possibility of malignancy as an 


outcome. Upon this question surgeons 
and medical men are much more unani 
mous in their because gastric 


ulcers ‘wherever they are located, unless 


opinion, 























HEN Camillus took the reins of 
dictatorship over Ancient Rome 
one of his first edicts was to 
honor wives and mothers. Prior 
to his advent women had largely 
played the part of slaves. Their job 
seems to have been to rear children 
| and do domestic chores, for which 
they hardly received thanks or respect. 
Camillus, however, decreed they 
| should have their place in the glory 
of the Empire and so changed the or- 
| der of things that within a few years 
**So and So’’ was referred to as the 
| son of ‘So and So.’” The man who 
failed to revere his wife or his mother 
received scant courtesy from his 
neighbors and at death the husband 
or son was obliged to lay aside a num- 
ber of talents with which to provide a 
| funeral oration over the departed 
woman of his household. The man 
who could arrange for the greatest 
oration on ‘such an occasion was the 
most admired.+ Today a man is sup- 
posed to plan for more than a funeral 
oration and flowers. He must follow 
the rule of Camillus and honor his 
family by providing protection as ex- 

emplified in life insurance. 





The Prudential 
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FORREST F. DRYDEN, President 
Home Office, Newark, New Jersey 
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1867 EQUITABLE LIFE *9?2 


Insurance Company 


OF IOWA 


Results of 1921 


Imsurance in force ..........--.eese05 $286,934,616.49 
S'S EEE POOP PEP REET $ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address: 





Home Office: Des Moines 
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excised, are possible sources of cancer.’ | and peculiarly reliable from an insur- 
On the other hand, duodenal ulcers | ance viewpoint: 


‘seldom develop a malignant condition.’ “a. Because of the thoroughness 
» inweetioniinen as carried ” i 
a —— tigation as carried on by him 
Serr. 
“We will not attempt to present the “b. Because of the impelling reason 
various statistics and deductions which | of the investigation. 
embellish this very interesting report. “ce. Because of the unsurpassed facili- 
Agents will, however, be greatly inter- | ties and records of the modern clinic 
|} ested in the following conclusions: for study.” 
| “t,. Too little time has elapsed since His opinions follow: 
the inception of modern gastric surgery “1. That as the surgeons at the Mayo 





to form a definite decision on these cases | Clinic are very skillful it would hardly 
as life insurance risks excepting to con- | be safe to assume that the operations 
tinue to regard them as a whole as un-|at all hospitals would be followed by 
insurable at standard rates. equally favorable results. 

“9 The factors rendering these ulcer “2. That there is a selection against 
cases substandard are the possibility of | the companies which is not shown by 
malignancy and the danger of recurring | the statistics. It is not by any means 
ulcer, once the danger of immediate | sure, for example, that the applicants 
operation is over. who apply for insurance after an opera- 

“3. Duodenal ulcer cases surgically | tion for duodenal ulcer represent the 
treated seem to approach the standard | average in that group. They may in- 
of acceptance much more closely than | clude persons who have premonitions of 
gastric ulcer cases and in certain in- | further trouble, which the medical ex- 
stances actually equal the standard as |aminers could not find, and in such 
far as present time figures show. cases the largest amount of insurance 

“4. The conclusions of Hunter, actu- | which the men could afford would be 
ary of the New York Life, are valuable | taken.” 
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! HOW I FOUND FRED COX 


BY GAYLORD DAVIDSON. 





—_ = = — a = = ——S==———————_) 


Executive General Agent Shenandoah Life 


ATCH the insurance news for} found him. This gentleman, a fine type 
WV further accounts of the “arrival” | of the successful country merchant, ad- 
of Fred Cox in the big league of mitted to me that Fred was always 
Union Central Life producers. He isn’t | worth more money than the business 
going up like a sky rocket, nor has he | warranted paying him. 
gone up like one, but he is going up,| “But how did you happen to locate 
and staying up. | Fred, Mr. Davidson, and what was there 
Mount Sterling, Ill, is not a “Main | in the boy that appealed to you,” asked 
Street” town in the latest vernacular. | the merchant. 
It is the county seat of Brown county,— I confessed that in a measure the 
“Little Brindle’—as it is facetiously | town barber put me wise. “But there 
known politically throughout the Sucker | was something else,” I said, “that I did 
State. Among the 5,000, or thereabouts, | not know about at the time, but you, 
inhabitants are Fred Cox and wife. | Mr. Merchant, did. Think a bit.” 
daughter and son and—the dog. After thoughtful consideration, the 
* * * merchant spoke up quickly: “Yes, I re- 
Manager E. A, Ferguson won’t scold | member. Two or three years ago I was 
me very hard, I am sure, if I tell you | overloaded on winter goods. About the 
the story of how I found Fred Cox and | middle of February I sent Fred with a 
had the honor of making out of him one | big stock of winter stuff to the neigh- 
of the best life insurance solicitors in | boring town to get rid of. A warm spell 
America. Fred wasn’t “stolen” nor will | came on suddenly and Fred sensing the 
he ever be. One day in February, more | situation, put on an auction, disposing 
than seven years ago, nearly ten of | of practically every article of goods at 
them, I was indulging in the luxury of | prices that made me whole on the entire 
a shave in the leading barber shop of | deal.” 


Mount Sterling. The head barber had - > = 
me in tow. To him I said between} How much does Fred write a year? 
lathers: Well, that would be telling. He hasn’t 


“Where in this town can I find a| had any trouble in making every agency 
young man whose backbone is in the | convention of the Union Central, includ- 
right place, who is getting a salary of | ing the Palm Beach trip. I would be 
$80 a month and earning $150? afraid to say he wrote anywhere under 

* * * a quarter of a million a year,—just ones 

The barber unhesitatingly pointed | and twos and threes and some tens for 
with his dripping lather brush to a busi- | g00d measure and the big end of it 
ness house located just across the | sticks. 
street, saying: “Fred Cox, manager of You fellows, you agency managers, 
the shoe department, is your man.” who are looking for stars in the firma- 

I dined with Mr, and Mrs. Cox that | ment of production, may well take a 
day and while I am not an X-ray expert, | lesson from the finding of Fred Cox. 
I thought that I had located also the | Wouldn’t you like to have an army of 
little wife’s backbone. I left the place | him? Isn’t it worth while to find men 
that night at 5 o’clock with Fred’s con- | like Fred Cox? In my judgment, men 


tract in my pocket. like Fred Cox represent almost the last 
* * * word in life underwriting efficiency. 
It was beastly February weather and Why? F 
the Illinois roads, noted for their depth, Because he is first an E. A. Ferguson 


were fully impassable. Before I had | man. Davidson had his share in finding 
gotten 25 miles away from Mt. Sterling, | him but E. A. Ferguson took charge of 
Fred was on his way to the home of a| him and stuck to him and helped make 
farmer, 6 miles distant, the roads being | him, and the Ferguson way is the 
impassable, he covered the distance on | Straight and narrow way that leads to 
foot, following the narrow strip of grass | ¢verlasting life production. 

along the fences. It was a $5,000 case rhat’s why Fred Cox will never be 
and his first. There isn’t much new to | ‘stolen.” 

the story. It’s the story of loyalty, hard 





work and a determination to exceed Wi ‘ z 
: ~ ill Wri La 
every preceding year’s record. Numer- ‘ : te Life ter On 
ous attempts, so I learned, have been The American Life & Accident of 


made to alienate him with tempting of- | Jackson, Tenn., which has just been 
fers of general agencies in a wider field, | licensed, has started writing industrial 
but Fred is too busy in “Little Brindle.” | accident and health insurance, and later 

: 2. 2 on will write life insurance. Vice-Presi- 


A year later following Fred’s appoint- | dent and General Manager W. N. My 
ment, I visited him in Mount Sterling, | matt was formerly district superinten- 
and had the pleasure of a chat with the | dent of agencies and home office in 
proprietor of the department store in| spector of the Life & Casualty of Nash- 
which Fred had been employed when I | ville, Tenn. 
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GUARDIAN LIFE MUSTER 





BIG CONVENTION AT TORONTO 


Company’s Leader Club Will Hold Its 
Annual Agency Gathering in the 
Canadian City 


Managers and agents of the Guardian 
of New York who have qualified 
r the company’s Leader Club are get- 
ting ready for the fifth annual conven 
t of Guardian fieldman at Toronto, 
Aug. 16-18. | 
The club year ended on July 31, and 
this final month the field force gave 
a very good account of itself by ex- 
ling last July’s paid for business by 
1 good margin. During the brief time 
before the convention a special surprise 
campaign is being conducted by the 
field force in honor of Vice-President | 
r. Louis Hansen. In the absence | 
ibroad of President Carl Heye, Mr 
Hansen is now the directing head of 
Guardian and the men and women 
who have for many years been under 
his direction in the field are going to 
pay their respects to him in a novel 
way at the convention. 


Will Attend Big Convention 


Toronto was selected as the meeting | 
place for this year’s gathering of th 
Guardian's leading producers to give 
them an opportunity to stay over to 
attend the international convention of 
the Association of Life Underwriters, 
which opens August 22. Many of th« 
Guardian’s managers and agents are 
prominently identified with their local 
underwriters associations. 

Superintendent of Agencies George L 
Hunt, who has just returned from a 
two months’ trip to the Pacific Coast is 
now in Toronto, enjoying a brief vaca- } 
tion and setting the stage for the open- 
ing of the convention. Vice-President | 
Hansen will lead the following delega- | 
tion of officers and members of the 
home office staff which will be in at- 
tendance: Dr. Charles B. Piper, med- | 
ical director; Valentine Howell, assist- 
ant actuary; Dr. M. B. Bender, assistant 
to medical director; Edward Ruge, su- 
perintendent department of issue: James 
4. McLain, agency assistant; J. R. Bug- 
gelyn, of the agency department, and 
Leonard L. John, manager of the pub- | 
licity department. 

The program is: 

WEDNESDAY, AUG. 16 
Morning Session 


10 A. M. Convention called to order 
by Arthur Baker, Tulsa, President, the 
Leaders Club. 

Roll Call and Announcements, 

Welcome to Toronto, 2 Weston, 
Toronto, President, the Canadian Life 
Officers’ Association 

Response and Greetings from. the 
Home Office, T. Louis Hansen, Vice- 
President. 





The Balloon Race, Announcement of 
Winners, James A. McLain, Agency As- 
sistant. 

Afternoon Session 

2 P.M. Convention called to order by 
Vice-President T. L. Hansen 

Announcement of Election of Officers | 
of the Leaders Club. 

“The Responsibility of the Home Of- 

e to the Fieldmen,” Superintendent of 
Agencies George L. Hunt. 

‘Responsibility from the Viewpoint of 
the Medical Department,” Medical Di- 
rector Dr. Charles B. Piper. 

The Agent's tesponsibility to the 
Company,” Manager R. A. Trubey, Fargo, 
nd Louis B. Levi, Evansville 

The Manager's Responsibility to the 
Agent,” Manager C. A. Lay, Davenport, 
ind Manager E. J. Senn, St. Louis 

THURSDAY, AUG, 17 
Morning Session | 

9:30 A. M. Convention called to order 
by Vice-President T. L. Hansen. 

“The Agent's Responsibility to His 
Polieyholders,” O. C. Humphrey, Mont- 
gomery; George K. Harris, Detroit, and 
Russell K. Kriss, Cleveland. 

The Question Box, section relating to 
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We Believe in 
Giving ‘Em “L” 


But the “L” we give ‘em is Loyalty spelled with a 
capital L. 


Every agent who has proven himself worthy of Lincoln 
Life comradeship is entitled to the most loyal co-op- 
eration in the opinion of the officers of The Lincoln 
National Life Insurance Company. The entire Lincoln 
Life Home Office organization is ‘‘sold” on that idea. 


When an agent measures up to Lincoln Life standards 
he can be sure of all the aid possible from the Lincoln 
Life Home Office. He is backed by a Loyalty which 
never tires. It directs his attention to the best selling 
methods and handles his business with an efficiency 
and dispatch that makes for more and better production. 


You get the “L” that counts for most when you 


LINK UP Tut 0) LINC 











The Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’ 


Lincoln Life Building, Fort Wayne, Indiana 


. y, Now More Than $220,000,000 in Force 




















THE 


NATIONAL 











CAN YOU PAY YOUR DEBTS? 


OR the average man and woman life is chiefly made up of the 
business of living. In that process people assume all sorts of 
which are as real as business paper and 


the 


obligations—they must 


must be met as promptly. Default in either case is disastrous; 


defaulting business man ceases to have credit and goes out of business ; 


the social or moral or political defaulter just disappears. “Few realize 


that being born puts us in debt No fault of ours, but a fact. Dame 


Nature issues our paper as soon as we utter that first ery. No wonder 


it is a cry of fear. That paper really constitutes a more serious obli 


gation than any other promise to pay we ever issue. 


It has no specific due date 


But it will certainly mature; it will not be forgotten or lost or 


destroyed by fire, nor will it be forgiven. It may mature tomorrow, 


©The man has to shake 
himself together to realize that any such obligation exists. Think 


Who paid for 


it may not mature in forty vears. average 


moment! Who paid for your upbringing? Did you? 


your education? Did you? Possibly in part if you worked your way 
But having graduated from college or elsewhere you 


Now, 


through college. 


(the average boy) go to work. perhaps, you break even; you 


do not yet begin to repay what you owe; you can't. “Then you start 


in business. Obligations rapidly multiply; you begin to understand 


what a dollar means and especially you learn that you must pay your 


debts. Then (if you are so fortunate) you marry and then again, 


Obligation now piles on obligation. No one 


perhaps, children come. 


can properly meet those obligations but you. Suppose you die. one 


fine day. Then your family will discover the due date of your paper. 


It will all mature at that moment 


Have you made provision for that? Can your estate pay up? 


If not, who will pay? Somebody must. It’s the law. If you don’t 


know who will pay and what form that payment may take, ask any 
agent of the New York Life. He'll tell you. 
DARWIN P. 
Co. 


KINGSLEY, President. 


Insurance 


New York Life 




















A Few Reasons 


WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 





Up-to-the-Minute Policy Contracts. 

A Correspondence Course in Salesmanship. 

A Liberal Agency Contract. 

A Free Circularization Bureau. 

Whole Hearted Co-operation of the Home Office. 
A Liberal Substandard Department. 

The Numerical Rating System. 











Agency Openings for PRODUCERS 


The Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 
The Agents’ Company—The Policyholders’ Company 
On Agency Matters Address—-The Agency Manager, W. F. MACALLISTER 

















vane JERWRITER 


(particularly with re- 
|} gard to new special life income endow- 
ment contract) In charge of Valentine 
|} Howell, assistant actuary. 

“The Activities of the 
reau,” Leonard L. John, 
licity Department. 


| por policy conditions 


Bu- 
Pub- 


Prospect 
manager 


Afternoon Session 


Superintendent of Agencies G. L. Hunt. 
Sales Demonstrations. 


| FRIDAY, AUG, 18 
| Morning Session 

| 9:30 A. M 
| by Mr. Hunt 


| 2P. M Convention called to order by 


Convention called to order 


HOLD ONE-WEEK CONVENTION 


Foremost Club of Cleveland Life Spend- 
ing This Week in Ontario in 
Annual Session 


Club of the Cleveland 
organization of that 
company, holding its annual conven- 
tion at the home office and at Bigwinn 
Inn, Lake of Bays, Ont., this week. 


The Foremost 
Life, the agency 


There are 51 company producers in at- 
| tendance, their average production be- 
| ing $160,000. J. C. Utterback is presi- 
dent of the club. The convention 
opened Monday at the home office, the 
entire party leaving that evening for 
Ontario to return to Cleveland on Sat- 


| urday. 





| ers Country 
j 
| recently opened by 


| geles, 


| instead of 


| have an 


President William H. Hunt opened 
the convention Monday afternoon with 
his address of welcome and the remain- 
der of the afternoon was devoted to a 
discussion of the medical department, 
the distribution of club emblems, in- 
troduction of new club officers and prep- 
aration for the group trip. After the 
dinner and theatre party in the evening 


the entire party left for Canada. There 
was a short stop-over at Toronto and 
on Tuesday evening the party arrived 


at Bigwinn Inn where the business ses- 


sions are now being held. At yester- 
day’s session the speakers were E. G. 
Fassel, actuary, “Our new rate book;” 
H. M. Moore, vice-president, “Keeping 
the business on the books”; Frank H. 
Wheeler, “Selling Income insurance.” 
At today’s session J. N. Alvis, man- 


ager of the field organization will speak 
ys ist achievements and future aims, 


on 
and A. L. Mc Kni ght, agency supervisor 
will aah on “Developing agency ma- 


terial.” This afternoon will be devoted 
to “An old fashioned experience meet- 
ing” by President J. C. Utterback and 
other officers of the Foremost Club and 
participated in by as many of club mem- 
bers as time will permit. This evening a 
banquet will be held, President William 


H. Hunt being the speaker 

On Friday the party will start on the 
return trip, arriving at Cleveland Sat- 
uday morning. The remainder of the 


will be spent at the Co-Work- 
Club of the Cleveland Life, 
President Hunt. 


morning 


Holding Educational Meetings 





During the summer term of the Car- 
negie School of Life Insurance Sales- 
manship that is being held in Los An- 
the home office agency of the 
Mutual Life is holding its weekly 
meetings on Saturday mornings 
Monday, in order that the 
taking the course may 
attend, there 


Pacific 
agency 


who are 
opportunity to 


agents 


| being no sessions of the school on Sat- 





urdays. A great deal of care is given 
to the matter of providing instructive 
and entertaining programs for these 
agency meetings. Last Saturday Dr. 


K. Strong, Jr., of the Carnegie 
faculty, was the principal speaker, his 
subject being “The Psychology of the 
Sales Process,” which he covered in an 
interesting way. On the previous Sat- 
urday the agency organization was 
favored with a very fine address by C. 
K. Brust, manager of the southern Cali- 
fornia agency of the Guardian Life, who 
gave many valuable illustrations of 


effective sales methods which had stood 
the test of successful application in his 
experience in the field. 


| 
| 
| 
| 
| 
| 
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RURAL FIELD IMPROVED 


FARMERS EASIER TO WRITE 


Nebraska Manager of Kansas Life Says 
He Can Do More Business With 
Them Than City Folk 


Charles M. Keefer, manager for Ne- 
braska for the Kansas Life, reports tha 
he is doing a better business among the 
larmers than among business men 
ind town folk in that The good 
wheat which met all prediction: 
coupled with the prospect 
bright tor a corn unusual size 
greatly chat mental con- 
dition of the tarmers. 

“IT tind,” said Mr 
general proposition | 
insurance and do it with 

ong the farmers than in 
The tarmer in Nebraska has 
be a pretty good business 
can understand a business deal and can 
decide promptly for himself. When | 
go out and present my proposition, | 
am able, if | write the tarmer, to do 
it speedily, and when the transaction is 
over it is ended. Write a town ma 
and seven times out of ten when he 
home and explains what he has 
member of the family 
will remember what trouble somebody 
he knew 20 years ago had with 
life insurance company about getting 
the money on a policy, and if I don’: 
lose my prospect I have to spend a 
couple more hours getting him back 
into a signing up frame of mind.” 

Mr. Keefer is unique among 
braska insurance men that he did 
enter the business until he was well 
past 50. The first 40 or more years 
of his life were spent in a printing 
plant. His success as an underwriter 
may be judged by the fact that he 
stood sixth in June in a list of 17s 
agents of the Kansas Life. 


the 
State. 
crop, 
as to yield 
crop ot 
have ged _ the 
“that as 

write mors 
less troubl 
the towns 
come to 
man who 


Keefer, 


can 


goes 
done, some circle 


some 


Ne- 


not 


Baker Leads in Kansas Race 


William R. Baker probably has won 
the Republican nomination for superin- 
tendent of insurance in Kansas, with 
Charles Hobbs so close on his heels 
that it may take the official count to 
settle the question. For some days 
Hobbs was leading Baker and at one 
time Baker himseli gave up the fight. 
But with more complete returgs the 
indications were that he had won with 


a small plurality over Hobbs. Walter 
Herrick appears to be ‘third and. Em- 
mett George fourth in the race. Cart- 
wright, the negro candidate, appears 
nF > : 

fifth, and J. J. Banks sixth. For over 
30 years Kansas has been Republican 
generally and has elected Republican 


superintendents of insurance. There is 
no reason at present to believe but that 
the state will continue to elect a Re- 
publican. 

W. L. Rigney of Paola, Democrat, 
and A. W. Wilkens of McDonald, So 
cialist, had no contests for their party 
nominations, 

Mr. Hobbs had been an examiner for 
the department for many years and has 
been the actuary for the department 
under Frank Travis. He was well 
known among insurance men and had 
quite an active support from the fire 
agencies and from a few of the old line 
life comanies. Capt. Baker was for- 
merly assistant superintendent of insur- 
ance and resigned to become the actu- 
ary for the Liberty Life of Topeka. 





Volunteer State Life Convention 


The annual agency convention of the 
Volunteer State Life is be‘ng held at 
Denver this week. J. W. Bishop, home 
office general agent as president of the 


Volunteer Circle, presided at the ses- 
sion. Vice-President Minor Morton 
Agency Supervisor Pollard Caldwell 
and Medical Director J. B. Steele are 
on the program 


—— 




















Yim 





ist 10, 1922 
ROGERS IS SUSTAINED | 
TENNESSEE DEPARTMENT WON | 
Injunction Obtained by Railway Em- 


ployes’ Order, After Revocation of 


License, Is Dissolved 


1 \r estig s 
r S¢ is tl 1 Ce 
ne RR vcrTs I 1¢ isso on i 
ed emporary injun n but this 
as disso Ived at the final hearing \t 
ypeal was taken to the court of ap- 
Is and the case will be heard next 


term. 


File Sixth Sailstad Suit 


Filing of another suit at Superior, | 
Wis., seeking to recover $15,000 on a 
policy from the Travelers, is the recent 
development of the many actions taken 
in the case of Edward J. Sailstad, 
wealthy manufacturer, who is said to 
have been burned to death Aug. 26, 
1921, the night his summer cottage at 
Lake Nebagamon was destroyed. The 
case will be threshed out in the Sep- 
tember term of the United States dis- 
trict court, when insurance companies in 
which Sailstad held policies will attempt 
to prove that Sailstad eloped with his 
stenographer the night his cottage 
burned. Attorneys for the insured 
man’s beneficiaries claim that bones 
found in the ruins of the Sailstad cot- 
tage the morning after the fire are suf- 
ficient proof that the insured actually 
died in the fire. 

The suit instituted is the sixth grow- 
ng out of Sailstad’s disappearance. 
The total now involved is $85,000. The 
other five include two against the 
lravelers, for $10,000 and $20,000 re- 
spectively; two against the New York 
Life, for $20,000 and $10,000, and one 
igainst the Fidelity & Casualty for | 
£10,000. 





Great Northern in Missouri 


Che Great Northern Life of Chicago | 


1st been admitted to do sines 
Missouri, and following the issuance 
license by the Miss uri depart 
John A. Sullivan. vice-presiden 
( ©. Pauley, secretary, held an 
n meeting kK: ® 
were \ il t n ttendan 
} t entl sia c i 
V une ot bus cs he ne ( 
( A. Comer, 600 Shukert build 
Kansas City vill |} cl e 
matters in Missor under tl 
n of the he ie office 
« Great Nortl s 1) g 
ubstant‘al business, having writ 
nd paid for over 400.000 in Tun: 


ted the performance in July 


Equitable Life of New York has 
ed its branch office in the First Na- 
1 Bank building in Chicago ith 
rett T. Marsh in charges Mr. Marsh 
transferred his headquarters to the 
nles Gas building where he will have | 
e of the group business in the mid- | 


west 
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Education 






We believe in Education both in and 
out of the Life Insurance business. 





Our own educational course for new 
agents has, without doubt, proven the 
advantages accruing to men thor- 
oughly trained in Life Insurance 
work. 





Our Child’s Educational Policy is not 
only serving a useful educational 
purpose, but is an entering wedge for 
future business. Many substantial 
life policies have followed the plac- 
ing of these educational contracts. 





Agents unattached, or men desiring 
to enter the Life Insurance business 
would do well to investigate the 
Pan-American’s Educational Pro- 
gram. 





Address 






E. G. SIMMONS, Vice-President and General Manager 





Pan-American 
Life Insurance Company 


New Orleans, U. S. A. 
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George H. Gaston’s Great Service 


In THE death of Grorce H. Gaston, 
second vice-president of the Metropolitan 
Life, of the best 


known and best liked figures that ever en- 


there passed away one 


tered life unrewriting circles. Mr. Gas- 


ron had been in failing health for several 


years, induced largely through his passion’ 


for hard and confining work, and his un- 
willingness to surrender any considerable 
part of the 


heavy responsibilties of his 


office, though frequently urged to do so 
by his managerial asociates, who realized 
that the 


severe, 


he was traveling was too 
death 
came as a 


pace 
His however 
was unlooked for, great 
shock, workers of 
the MerropotirAN Lire but to the insur- 
ance 


immediate 
and 
not only to his fellow 
fraternity of the entire country. 

\s head of the entire field force of the 
Merropo.itan Lire, each of the company’s 
nine division supervisors being under his 
direction, Mr. intimate 
knowledge of all phases of life insurance. 


Gaston had an 
His particular bent, however, was toward 
the industrial business with which he had 
been identified for nearly half a century. 
He had noted its development from prac- 
tically its inception in this country. He 
believed in the business from the first, and 
lived to see his faith more than justified, 
for even with the broad vision he always 
possessed Mr. Gaston could not have 
predicted the time when the industrial life 
insurance companies of the United States 
would be issuing business amounting to 
over a billion dollars in a single year. 
After a brief period with the Prupen- 
TIAL, Mr. Gaston joined the head office 
force of the MerropotitAn LIFE as a 
clerk in 1897, just as he attained his ma- 
jority. From that time to the hour of his 


death he served the 
and ably. No 
task too severe 


company 
hours were too 
for the upbuilding of the 
Lirz, to the 
was wedded body and soul. He 


made 
METROPOLITAN 


mastery 
success of 
which he 
had 
rein to it in the service of his company. 


a passion for work, and gave free 


Democratic to an unusual degree, he was 
approachable to the humblest employe of 
the institution. 


midst of an exacting task to counsel some | 


struggling field worker and enthuse him 
to renewed effort. His acquaintance with 
staff of the 


loved the 


the agency organization was 


intimate, and as he business 


producers so was he loved by them in 
turn. 

Mr. Gaston’s appearance upon the plat- 
form at the annual rallies of the superin- 
tendents was always the signal for vigor- 
The tribute 
was deserved, studied the 
needs of the men upon the firing line and 
tried to supply them than did 
Georce H. Gaston. Early in the present 
year the managers presented Mr. Gaston 
with a fine bronze bust of himself, as 2 
The presen- 


ous and prolonged applause. 
for no one ever 


more 


visible token of their esteem. 
tation of the gift was made on behalf of 
the field President Fiske, who 
took advantage of the 
high tribute to the ability and loyalty of 
his great lieutenant. The bust, at first 
placed in the auditorium in the company’s 
office, was removed to the center 
of the building after Mr. Gas- 
ToNn’s death, and now occupies a post near 
the life-size statues of former Presidents 
KNApp and HeceMeN, with both of whom 
Mr. Gaston was long associated 


men by 
occasion to pay 


main 
corridor 


Where the Business Comes From 


\rTer all the big bulk of life insur- 
ance comes from men of moderate 
r.eans. We read now and then of very 
large policies being written and hear 
of men of vast income taking out big 
lines of life insurance. These, how- 


ever, are the rare occurrences and are 
the fruit of labor of men who are in 
close touch with those of great affairs 


The average life insurance agent will 


find his greatest reward working 
among those of smaller income. They 
atter all make the best risks, are most 


insurance and are the 
deal with. The 
makes a 


benefitted by 


most satisfactory to 


successful agent who good 


record among men of moderate income 
may impair his capacity for steady pro- 


duction by spending too much time in 


trying to approach a man of large 
affairs 
Some statistics from the Internal 


Revenue department are of interest, 
showing that persons receiving moder- 
much more 
country than 


For in- 


ate incomes are increasing 
rapidly throughout the 
that have great wealth. 
receiving 


those 


stance, the number incomes 


trom $2,000 to $3,000 a year increased 
206 percent between 1917 and 1920. 
\ decrease of 17 percent was shown 


for the same period in the number of 


recipients of incomes ran 


$100,000 a 


ging from $50,- 


000 to year. A decrease of 
found . the number 


$1,000,000 a 


o27 percent was 


of individuals receiving a 


sear income and over. It is interest- 
ing to note, too, that in this same 
period the number of payers of fed- 
eral income taxes increased 109 per- 
cent. Almost the entire increase oc- 
curred to tax payers whose incomes 
ranged downward from $25,000 a year. 
It will pay the life insurance man to 
work where the greatest number of 
prospects are located 


He often stopped in the | 


;} omce ag 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





Alfred W. Macbrair, of the home 
gency of the Union Central at 
used a novel method re- 
writing life insurance. 
driving one Sunday af- 
family when his ma- 
chine collided with another auto. The 
acci¢ent did not hurt any of the 
pants of either car but tore a fender 
and running board off of each machine 
\ crowd began to gather and the other 


Cincinnati 
cently in 

He was out 
ternoon with his 


| driver began to blame Mr. Macbrair 
for the accident. So Mr. Macbrair just 
offered his card and asked the other 


day. 


constantly 
long, no | 
for him so long as their | 





g the remark that 
1atter the next 





man for his, mak 
they could adjust the n 
Che next day Mr. Macbrair called on 
and convinced him that 


the other party 

he was really to blame and when he 
learned that the man had no insur- 
ance against liability or property dam- 
age he proposed that he get his life in- 


his own repair bill 
The result was an application for 
2500, 20 endowment policy with 
premium of $132.24. This policy has 
been issued and delivered. 

Mr. Macbrair had never met this man 


sured and cach pay 


year 


before the accident and the turning of 
what might have been the occasion for 
only loss and bitterness into a service 
}and profit entitles him to considerable 


credit for tact and alertness 

With all the multiform 
President John M. Sarver of the Ohio 
State Life = Columbus, he still keeps 
his hand in by pulling in a few applica- 


tions now and then. His company bul- 


letin recently issued showed that he 
was the leader in personal production 
for a month Mr. Sarver was one of 


the original five organizers of the Ohio 
State and has occupied the president’s 
chair since 1912. The company has 
forged ahead remarkably 
guidance. The Ohio State 
16 years of existence on July 15. The 
fact that once in a while he goes out 
on the firing line and does 
work shows his versatile nature 
desire to study the problems of the 
field first hand. 


Dr. H. E. Sharrer, 


occu- ! 


company’s producers for this year’s 


business. There was one applicat 

tor $100,000, but beyond that it was 

only the average oduction, Phet 
ere 21 applications outside the or 
rge one, the average being $7,500 


Frederick Windsor Hubbell, treas- 


urer of the Equitable Life of lowa and 


|}son of the founder of that company, 
F. M. Hubbell, is a great admirer of 
fine horses. He has just purchas 


| enterprise in erecting the 


duties of | 


under his | 
rounded out | 


personal | 
and his | 


president of the | 


Northern States Life of Hammond, 
Ind., is the chief character in some | 
sketches told by Harold Croft in the 


Hammond “Times.” and which have 


the agency 


heen printed in’ pamphlet form under | 


“Doc Sharrer and the Queen 


Following the rec 


the title 
of Hilo.” 


ent Shrine | 


convention at San Francisco, Dr. Shar- | 


number of his associates in 
Hawaiian islands. 


rer and a 
the order went to the 
The sketches deal with the 
Dr. Sharrer and his friends, the 
feminine character being the 
Hile. The cartoons in the booklet are 
done by Will Griffin. 


chief 


George Kuhns, president of the Bank- 
ers Life of Des Moines, did some re- 
markable shooting with telescope sights 
at a meeting of Iowa sharpshooters in 
Des Moines. The meeting was in 
charge of Col. Smith W. Brookhart, 
Republican candidate for United States 
senator to succeed Senator Kenyon and 
at present the most talked of man in 
the state. Col. Brookhart was much 
pleased with the interest shown in the 
meet by Mr. Kuhns and gave him some 
valuable instructions in the use of the 
new sights. Mr. Kuhns is also a big 
fish fisherman and a great admirer of 
outdoor sports. 


C. Newman of St. Louis. 
president of the 1922-23 Quarter Million 
Club of the Missouri State Life, has 
evidently set his monthly quota at 
$250,000 Although this is the amount 
necessary for qualification in the Quar- 
ter Million Club, covering a full year's 
production, Mr. Newman has _ started 
off the new club vear bv writing the 
July. the first month of 
This production places 
place among the 


Robert 


full amount in 
the club 
him 


year. 
firmly in first 


| during July, 
exploits of | 


Queen of | 


Bonnie Blease, a fine bay mare formerly 
owned by Col. Mundy of F: ort Des 
Moines. Mr. Hubbell is activel 
ested in the wonderful new stables be- 
ing established at the new Wakond 
Club, just south of Des Moines, and 
will keep Bonnie Blease at that : 
tion center. 


inter 
Inter- 


\ unique campaign to secure nev 
business has been inaugurated in 
Greensboro, N. C., by the Jefferson 
Standard Life, which has begun the 
erection of a $2,000,000 home oftice 
building in that city. The slogan of 
the campaign is “Are You With Us?” 
and every white resident of the town 
has been asked to take a policy in the 
company of not less than $1,000, as 
token of appreciation of the company’s 
new building 
will house many business enter- 

addition to its own offices. 


which 
prises 
a production record has 
B. F. Townsend of th 
& McCracken agency of th 
Missouri State Life Mr. Townset 

has been with the agency only since 
Jan. 9 of this year ard he now ranks 
ninth in total production for the year 
He has gained the distinction of quali 
fying for the Quarter Million Club 
during the first six months. The last 
six weeks of the club vear Mr. Town- 
more than $112,000 of busi- 


Somewhat of 
been made by 


Kuetfer 


send wrote 


ness 


O. J. Lacy, second vice-president of 


the Minnesota Mutual, has been visiting 
and appointing agencies in the south 
and southeast, his trip extending over 


a period of about a month and a half. 
On this trip Mr. Lacy has made new 
appointments at Cleveland, Indianapo 
lis, Memphis and several other points. 
While in Virginia, Mr. Lacy attendc 
convertion of the Shena 
Life, of which company Mr 
was former agency manager. 


doah 
Lacy 
business 
Thermopo- 
field 


By writing $206,500 of new 


H. E. Moen of 


lis, Wyo., again leads the entire 

| force of the Minnesota Mutual for per 
sonal production. Mr. Moen has re 
cently been elected president of the 
Wyoming Association of Life Under 
writers. 


Agent M. W. Mack of the 
Mutual at  Cincinnat 
congratulations o1 


General 
Northwestern 
Ohio, is receiving 


being awarded the “President’s Cup” 
at his company’s recent agency me 
ing at Milwaukee. This is annually 


establishing th 
three points: Ist 


given to the 
lightest average on 


ave ney 


lowest lapse ratio; 2nd, new business 
per capita, and 3rd, new business from 
old policyholders The Mack agency 
average on these three points was % 
percent. The Mack agency is pros 
pering and wrote two and a half mil 
lions the first s'x months of this yeat 
Only sixteen full time agents are under 


agents are in th 
iveTakt 


so that the St 


annum class as an: 


contract 
S500,000 per 

Guilford A. Deitch, counsel of th 
Loan Life, has gone for 
weeks stay in northern 
accompanied bv 
Deitch and they motored from 
apolis in a new Cadillac sedan whic 
they had purchased to be delivered 
them at that point. They will 
home and so are not much concerned 
over the possibility of becoming ma 


Minne 
Mrs 


Rese rve 
or three 


sota He Was 








a two 


Minne- 


to 


motor 
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et 1 é Ids of re J s re r in Cl 
nesota by a ra‘lroad tieup cago As the first t to Ma 
ger W. H. Kolb s t man 
J. A. Fetterly, ~ Mil lwaukee general | in the right place 
g for the Great Northern Life and 
( itral susiness Men’s, who recently Nathan H. Weed of Indianapolis, for- 
u rwent a serious operation at Co- er editor ot fe Ins Lt 
me Hos or Milwaukee, is rapidly | dependent” a: s me 1 the 
yvering iccording to attending Insurance Salesman,’ ger of the 
ysicians. Mr. Fetterly is also presi- tter paper, was marr a tew days 
it of the Milwaukee Kiwanis Club. ago to Mrs. Frances L Griffith ¢ 
— ndiai I Is Mr. : | Mrs. Weed re 
E. A. Woods, head of the Woods | located curing the sumn t Cedar 
gency of the Equitable Life of New omt, O., ar \V oct r new 
York at Pittsburgh, Pa., left last Sun- eon 
Lake Placid, where he will spenc d 
short vacation and from there he will Henry F. Tyrrell Milw ge} 
g to the Toronto convention. Follow- slative counse ot No este 
ng the convention Mr. Woods will sail | Mutual | I I Cl 
Europe Sept. 1, and will return | past month or so, is s 
Oct, 1. ack. Mr. Tyrrell see ve su 
} ( \ lyr vn, bu 
Horace K. Lyon, 50 years old, for- | ! s gaining slowl) s g Hx 
rly a prominent Wises life insurance as host of triend 10 .% 
nan, died in Denver, Colo.. last week. t of his disability rie was 
He had been in bad health for some | to be present during ‘ 
nths and had gone to Denver for his | age! convention ¢ 1y 
alth. Mr. Lyon was for some time a —_ 
ember of the firm of Carlton & Lyon George T. Dexter, second vice-pres 
Dallas and assisted in the organiza- | dent oi tl Mutual Life, was give 
n of the Great Southern Life. For | complimentar dinner in San Fran- 
nany years he was in the business with | cisco the other day by Manager W. L 
idquarters at Dallas and Houston. Hathaway Mr. Dexter | been on a 
aan vacation to Calitornia ittended t 
meet * Brooks, ssistant secretary zeney nventior \ ve B. « 
residents Assoc lan \ me the ucsts is tormer (ove 
James v. “Barry, fourth vice-president | nor James N. Gillett « Californ 
‘ the Metre politan Lite are in Vat Gordon \W Hay, assistant manager of 
er tending the annual meeting « the San Francisco office, acted as toast- 
nsurance commuissi t! va ‘ 
s Canad provinces me 
~—_ H. B. Arnold t vice-president and 
Henry E. Tank, tant nager oO eneral counse he Midland Mutual 
he lite and accident department of thi Life of Columbus, Ohio, underwent an 
ivelers in Chicago, who has been in | operati tor stones July 22 
1 health for a number of months, is} Mr, Arnold’s friends will be pleased to 
rced to take another period off to try n that he is regaining his strength 
to get in better trin Mr. Tank is a| rapidly and will be able to leave the 
rd worker and is a tower of strength | hospital within the ext f days. 
- = 
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EPPERSON FIELD SUPERVISOR PENN MUTUAL’S NEW OFFICE) 
Well-Known General Agent of the William Wooten, M. B. Freeman and 
United Fidelity Life of Dallas F. B. Addison Named as General 
Receives Promotion Agents at Baltimore 
\. R. Epperson of Temple, Texas, BALTIMORE, MD., Aug. 8.—Th« 
has just recently accepted a position as | installation of a new general agency ol 
field supervisor of agents. South Texas [the Penn Mutual Life was announced } 
territory, for the United Fidelity Life | last week at a luncheon here attended 
of Dalias. by four officers of the company from } 
Mr. Epperson is a native of Texas, | Philadelphia, W. H._ Kingsley, vice- | 
having been born in Washington county | president; Dr. Harry Toulmin, medical 
in 1895, was educated in high school | director: Harrison S. Gill, supervisor, 
: and Rice Institute. Houston. He en-/! and George White, assistant acturary. | 
| tered first officers’ training camp at | The members of the new firm, William | 
Leon Springs May 12, 1917, but was | \\ooton, Marion B. Freeman and F. 
: later transferred to the School of Mili- | Bowie Addison, and the Baltimore gen 
| tary Aeronautics, Austin Finishing | cral agents of several other life imsut 
there. he was transferred to Wilbur | ance companies also attended : 
| Wright Field, Dayton, O., and then to} The agency of th Penn Mutual ha 
Ellington Field at Houston, where he | been vacant since the death of Dr. An 
was commissioned a second lieutenant in | drew B. Chalmers, and the newly in 
the air service. He was appointed as in- | stalled firm has Just been selects 
structor at Gerstner Field at Lake! fill the vacancy 
Charles, La., and then transferred to semaines 
Rockwell Field, San Diego, Cal., where Williamson & McQuillen 
’ on —a commissioned a irst lieutenant, \ new life insurance firm has made 
ing instructor in — to the close of Tex. It is Wil- 
ex. It is i 


ir he returned to 
aged in the auto- 
] mad 


the war. After the w 
Te mple and became eng 
mol business, 





obile where he are 
markable success as a salesman. Seeing 
the wonderful posed biliti es in life insur- 
ance, he bec: ame general agent for the 
United Fidelity Life in June, 1921, and 
the te agency under his super- 
vision made a phenomenal record. By 

s splendid work he attracted the atten- 

f the home office 
E. B. Gilchrest 

k. B. Gilchrest has been appointed 
manager of the life department of the 
Travelers at Providence R. L.. succeed- 
ing Charles Il. Williams, resigned to give 
his time to personal productior 





Yitmw 


its appearance in Dallas, 
liamson & McQuillen and is composed 
of Elliott Williamson and E. E. Mce- 


Quillen, well known in insurance circles 


They will act as general agents for the 
State Life of Indianapolis and are en- 
gaged in mapping out a campaign for 
i easing business of that company 
the state. The company has offices at 
610 American Exchange National Bank 
building, Dallas 
Ben Felber 

Ben Fel ber, who for some time has 
been connec ted with the Cleveland gen- 
eral agency of the Equitable Life of 


New York, has been appointed general 
agent of the Minnesota Mutual in 
Cleveland. He is planning to open of- 
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Throughout the entire organization ~ Up 


of The Amicable, a spirit of activity “YY 
is continually manifest. The home 
office organization is always on the 
alert for any suggestion that will in- 
crease the range of activity of the 
agent. Everything in the way of Y 
suggestion, cooperation and sales Y 


help that goes out to the agents is Y 
thoroughly tested and proven to be Yf 


of value. The agent is not burdened 
with a mass of correspondence that Yy 
has no effect upon the increasing of Uy, 


his selling capacity. Y 
Y 


The agents, on the other hand, realize Yj 
that’their company is striving to give 
them all the assistance it can and their 
response is immediate. It will pay 
you to consider the Amicable Life. 
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fices in the Schofield building about} group department, has been appointe: 
to 


Aug. 10. 


Mr. Felber is a graduate of the first | 


insurance class of Carnegie Tech and 


received his practical experience under 


Herman Moss, general agent of the 
Equitable Liie in Cleveland 
J. Fred Griffith 

} Fred Griffith of Peoria 11] Na 
cen appointed agency organizer for 
the Guaranty Life to handle the entir: 
tate o Illinois Mr Grithth 1s pron 
nent in the insurance field in Illin 
nad | represented castern cor 


R. "" Carden 


| ( en has been appointed get 
ral agent for the Min ta Mu 
Knoxville tenn M ( d lr 

ti 1 to the Minnesota M ual | 
brother, W A. W. Carden and R. N 
Hall Mr. Carden wa orime SI 

ct commissions I the tat ot 
tet essc¢ 

H. S. Waite 

Walter J. Mayer, assistant general 

ent of the Aetna Life at San Fran- 
cisco, will hereafter devote his entir: 
time to personal production. Harry S 


lravelers nu 
of its 


with the 
having 


Waite, formerly 


San Francisco, charge 


assistant 


Mayer. 


Organization of Missouri is now 
tivel started by the Lincoln Natic 
Lite rough the general agency 
Rul & Schweich, located in Ka 
Cit William A. Rul is former 

‘ sresident of the Continental Li 
an P. R. Schweich was perinte! 
ent I encics Th iT expert 
re t he ve sc of su ¢ exp 
en build a rmidab! an 
tio } the aincoln Nati n 
Misso district 


state 


{_ife 


THE NATIONAL UNDERWRITER 


manager 


succeed 


Rule & Schweich 


F. A. Niles and C. H. Proctor 
Fred 


manager 
with 


A. 


uughout 


partnership in 


Niles of Cedar Rapids, 


which he 
his 


career, 
1 the firm of Niles & Proc- 
insuranc 
Niles sold the Michigan 
Iowa. C. 


for the Michigan 


ha 


Mut 


has been associated 


1 


Mr 


Al 
nal 


Ia., 


ual 


s terminated 


11¢ 


had 


continue 


been 


en an ag 
Accident 


H. 
In 
the 


ent 
in 


tor, after 37 years in the 1 
usiness Mr 
company’s first policy in 
Proctor, with whom he 
irtnership 17 years, will 
agency. 
L. S. Seovall, who has be« 
for the National Life & 
Bessemer, Ala., has been appointed man- 
ager of the Tuscaloosa, Ala., 


district. 


August 10, 1922 








NEWS OF COMPANIES 











WITH INDUSTRIAL MEN | 











Detroit Life.—The completed record of 








business written during July by the 
Detroit Life shows total of $1,075,000 
TI compares with $788,000, the record 
J \ 21 i f 3é Dur 
} of 1920, tl 
! t b ness prod d by t De 
I $ During tl 
‘ « ‘ n Y nt f ae | 
, i busi S d ed Ww 
Our rl I l 
me 1922 SR OE pre- 
year id 
1920 Tl 
sine ‘ n n M £ 
ot 
Western, lowa I emi-annual 
te of the We Life f Des 
‘I ‘ vs i I rvé 5.569 
< l ock, l 2 irplus, $22,164 
é $ 8 gair since Jan l 
$114.4 new bus Six months, 
R074 business i f e, $14,580,000 
The Solar & Vetter agency has been 
organized at Beaver Dam Vis., by Wil- 
liam M. Solar and H. R. Vetter, with the 
issistance of Hillis C. Rhyan of Milwau- 
kee, district manage for the Equitablk 
Lif of New York H. R fetter has 
been the local agent there for the 
Equitable, while William M. Solar has 
acted as Wisconsin special agent for the 
same company. 











CARL G. WINTER, Pres. 


CHAS. W. FOLZ, Secy.-Treas. 


PUBLIC 
SAVINGS 


Insurance Company 


INDIANAPOLIS 


LIFE INSURANCE 


Industrial and Ordinary 





Write for Agency Opportunities in Indiana 


INDIANA 








AN ESSENTIAL TO SUCCESS 


in Self, 


and of 


in Company and 
Prospect Given 
as Furdamentals 


Confidence 
Product 








cen] 
, w I 4 re 
< i \\ es 

< ( ce 

S C i 

or s 

s \ rt Ss 

c¢ \) t 
s ‘ t I} gent 
sho a . t I 1 
a { \ ‘ k rou > > U ] i 41> 
ul 1 he is a business man of rank 
in the comm y and that he ts filling 
1 important place in the lives of thos 
his territory, Confidence should be 
so fully obtained in one’s self that the 
prospect or po cyholcer can be met on 
an equal plane, with the agent as mas 
ter of the situation as an insurance ex- 
pert. Over-confidence is to be warded 
off, as it tends towards impudence and 


loses the cood will of the policyholder 


but lack of confidence creates an atti- 
tude among those with whom the agent 
deals that often results in the ruin of 
the debit An honest amount of this 
conficence should be gained through 
constant drill and service rendered to 


those in the debit more efficiently 
The second phase, confidence in com- 
pany and product is next to be consid 


ered, though it is a matter that requires 
but short consideration Mr. Boyce 
says that briefly it can be said that if 
the agent lacks this, he should leavy 

the company. This is truly a funda- 


gained before be- 
ginning work with the company, but 
must be retained all times during 
work if results are to be obtained. The 
third phase, the of the cont 
dence of the prospect, is a consequence 
of the others It necesary, for no 
transaction any kind can be com- 
pleted without such confidence, but it 
s the natural result an honest solici- 


mental. It should be 
at 


gaining 


1s 


ol 


of 


tation, carried out with confidence It 
is especially easy for the man in the 
weekly business to create this confi- 


dence, or as it might be called, good- 
will, as he is constantly going the 
rounds of the debit and can build up 
this attitude slowly even where it can- 
not be acquired at once. With this ac- 
quired and the other phases’ well 


| } al | 
srounded. the weeklv collections should 


be improved and new pre ums prove 
easier to locate 
John Hancock Changes 

The following named have been 
moted from the igency ranks of the 
John Hancock to assistants in the dis 
tricts of their service 

Frank E Leary Waterbury Cont! 
Nicholas G. Kaplan, Chester, Conn., and 
Harry G. Specking, St. Louis I 

Assistants r sferred Frederick 
Fleischer and Joseph Szasz, from Jersey 
City to Bayonne, N. J Edward Bick- 
hardt, Sam Traum and Edward B. Fein- 
berg, from West New York to Hoboken 


John Kinley 
Hoboken 
from 
red 


N. J.: Samuel Loewenthal 
and William von Garlem 


to Jersey City: Louis 8. 


from 
Silverman, 
to ¢ etached, cove 


Tree! 


Bayonne 
by the Bayonne age 


Metropclitan Agents’ Outing 





RACINE, WIS Aug. 8&8 tacine and 
Kenosha agents of the Metropolitan 
Life of New York, joined in an outing 
with their wives and families at Silver 
Lake, near Kenosha The day was spent 
in games and contests, as well s boat- 
ing and bathing Mos of the gents 
motored te ind from tl lake 
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Satisfaction | 


There is a sense of satisfaction in representing | 
a Company which has long been known as the 
| “Policyholders’ Company” because of satisfactory | | 
service to its members for a period of seventy- | 
seven years. 


adhered to the principle of mutuality, being dominated by 


| 
* . ; 
With the Mutual Benefit successive managements have | 
| 
one ideal—that conveyed by the name of the Company. 


| THE MUTUAL BENEFIT LIFE | 
INSURANCE CO. | 
Organized 1845 


NEWARK, NEW JERSEY 








Organized 1871 


Life Insurance Company of Virginia 


Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00 and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1921: 








iia n i adecncadeedeviewsbeces pludcusdhiues secdavasdecee $28,308,449.13 
EAGMMIOD ..cccescsss ae i cle Sali e Nie falc le wate dau ce treo ee .. 25,109,146 04 
EEE CEE I: 3,199,303 09 
eRe Se iy ET: 214,188,461 00 
Pregememtes ty Fadiagteablaws. ....occcccccccccccvcovcccccvcccceses 1,897,435 45 
Total Payments to Policyholders since Organization............. $27,720,705.42 


JOHN G. WALKER, President 











THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 Assets in excess of $4,200,000 
Capital and Surplus $684,153.80 


Splendid opportunity for ambitious, energetic Insurance Saleamen to 
represent our Company in California and Texas Territory 








Write J. R. KRUSE, Vice-President and General Manager | 








Security Mutual Agents are successful | 
__WHY? | 


Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


First —Our rates are right 
Second—Our policies are attractive 


We can give good men good territory 


If you are interested, address 
C. H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE CO. | 


BINGHAMTON, N. Y. 
District Managers for 


WANTED corniron 


Write the Home Office for further particulars. Here’s an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 























| Stage of its development. 
| is the forerunner of a chronic case of 


UNDERWRITER 


Institutional Plan 
for, Life Insurance 


) 


PITTSBURGH, PA., To the Editor— | 


Tue free advertising bug has bitten the 
life insurance business. There are those 


| who want a mob attack on the editors of 


the country and those who would make 
an organized assault. It is a sort of dis- 
ease that strikes every business at some 
Sometimes it 


paid advertising. Sometimes it immunizes 


the victim against any and all forms of | 


publicity. 


It isn’t going to be as free as some | 


5 


people think. The editors will see to that. 


| They have always been on the alert to 


stamp out press agents as they were for- 


| merly called or propagandists as they have | 
been more recently termed and backing | 


them to the limit are the advertising men. 


The latter can’t sell space when editors | 


give it away as they exert their influence 


| against gifts. 


Most of the attempts to secure insti- 


tutional publicity are going to be foiled. | 


Where the “contributions” don’t go into 
the wastebaskets they will undergo severe 
operations with a blue pencil serving as 


the surgeon’s instrument. The germs that | 


were previously introduced into the arti- 


cles for the purpose of infecting readers | 


with a desire to grab their phones and 


put in rush calls for imsurance agents | 
are going to be cut out before the arti- 


cles appear in print. Editors are not 
such easy marks as some people seem 
to think. 

And what is the value of a lot of palter 
in the reading columns? Some people 
appraise it highly but many experienced 
advertising men assay it as ore of too 
low value to warrant smelting. You can’t 
introduce into it the pull that makes paid 
advertising pay. It is like the fable with- 
out the moral, the bee without a stinger, 
the dog without teeth, the cat without 
claws—interesting, maybe, but impotent. 

The advertising of insurance of any 
kind that will get results will be paid for 
in good dollars. It won't be accepted 


as space fillers—the need of them in news- | 


papers has gone the way of the dodo 
bird. It won't be slipped over on the 
editors—they’ve cut their eye teeth. It 
won’t be wedged in on any plea of duty 
to readers because insurance benefits 
them—even churches have to pay for ad- 
vertising nowadays. It won't be rolled 
in on cigars—the politicians wore that 
method out years ago. 

Let it be hoped that the business of 
insurance will not be stultified in the 
eyes of the newspaper editors by mis- 
guided efforts to get for nothing some- 
thing that has a delinite market value. 

—GENERAL AGENT. 


Rounding Out Plans 


John A. Sullivan, vice-president of 
the Great Northern Life of Wausau, 
Wis., with executive offices in Chicago, 
is a busy man these days getting the 
company licensed in a number of states 
in which the Central Business Men’s 
Association of Chicago, its running- 
mate, is entered. The Great Northern 
expects to write $5,000,000 new busi- 
ness this year. It has its own agency 
plant that was built up in Wisconsin 
and in other states the Central Business 
Men’s agents are writing life insurance 
and thus are feeding the Great Nor- 
thern In addition to the combined 
agency forees of the two companies, 
it is Mr. Sullivan’s plan to have sepa- 
rate life agents as time goes on Che 
Great Northern has a general agency at 
Wausau in charge of M. M. Schofield, 
who is not only holding the old local 
business there, but is making a com 
mendable increase. _The agents of the 
two companies are being very success 
ful in writing the combined policy, cov 


| ering a’man for accident, health and 


life. Mr. Sullivan is a vigorous agency 
executive who is popular with his men 
and has the quality of successful lead- 
ership. 


||| Why 75% 
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of insurance 
men fail 


HIGH salaried home-office men out 
on the trail of those who are falling 
behind—constant and costly endeavor 


to stimulate efficiency— 
and yet a labor turnover of 60 
to 9o 


That is the situation in the imsur- 


ance world today. 


Before the average salesman can 
hope to write $300,000 a year (and 
that sum is the minimum necessary 
to attract and keep the type of man 
needed) a radical change must be 
effected in the attitude of the public. 


Prejudices must be dispelled. Wider 
knowledge of insurance must become 
universal. The ignorance and hos 
tility admitted and deplored by 
thoughtful executives today must be 
replaced by a warm active interest. 


Only when personal contact is pre- 
pared for and supplemented by the 
salesmanship of the printed page will 
this be possible. Only then will sell- 
ing insurance assume its real function 
of expert financial counsel—sought as 
eagerly as legal or medical advice. 


J. WALTER THOMPSON 
COMPANY 

















Advertising 

New York Chicago Boston 

| Cincinnati Cleveland London | 
ietennteentestiqnemieniiaaae j 
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@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 


Vat Bwnaly* 


neurance Company 


Home Office, Madison, Wis. 








FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who had _ requested 
information. In 1921 this service, and 
Fidelity’s original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000.000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


"FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 




















Walter LeMar Talbot, President 








Mere agents read The Nationa! Under- 
wrtter than any other weekly newspaper 
oft insurance. There are reasons—plenty 
of them. Our subscribers know. 
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Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 





Two general Agenciesopen 
in Iowa. 
Write for information. 


LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, lowa 





| 
| 
| 


| 





“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «8.7 bids.) TOWA 


TERRITORY 
IOWA SOUTH DAKOTA 











>. . 
The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 3...... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIAT’N 


Des Moines, lowa 











| 
| 


FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 
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GOES WITH COLLINS. 


SCHEAFFER VICE-PRESIDENT | 





Takes Executive Position with South- 
| western Farm Mortgage Special- 
ists of Oklahoma City 


OKLAHOMA CITY, OKLA., Aug. 





Miles Scheaffer has arrived in Ok- 
City nd sum s ‘ 
s \ pres nt ( ( I B 
Collins Invest t ( ul hic 
pt «4 Cs irn rte T 
south s states Mr. Scheaff \ 
be CC | S S ince co , one 
‘ Indiana re een the t 
ippo th: ( was cre l 
t] s tu st il irs vo ‘ 
1 t ‘ 1] t ‘ t 
met l t! st sion <« 
nd state | | cay ity as 
commissior M Scheaf eC! ivored 
nthe shes of : 
panies nd gents and spon ed a 
umber of | s that re to l rund 
1 cs l t be tl in 
m ‘ i ! ger pr H 
| l i d T il ly K g 
} 
insurance organizations. 
Favored Farm Mortgages 
Millions ol dollars ot securitics wet! 
| passed upon by Mr. Scheaffer whil 
commissioner, and he savs he was | 
ticularly impressed with the stab 
lof farm mortgage investments, and t 
offer from President F. B. Collins met 
| his favor immediately becaus¢ of the 
increasing amount being invested by in 
surance companics in this class of s 
curity In many talks while commis 
; sioner and in fact sin e his retirement, 


Mr. Scheaffer has been outspoken as 

to the desirability of farm mortgages | 
for insurance investments. He has also | 
had banking experience which will | 
| prove of great value in his new con- 
j} nection | 
| Some time ago F. B. Collins secured 
| the services of J. E. Dunne, who was | 
lengaged in the insurance publishing | 
pnd and who enjoys a very large | 
| acquaintance among Insurance execu- j 
| tives Through this association, the 
| Collins Company has added many 
| iriends among mmsurance executives and 
| has received a volume of business trom 

imsurance companies tar mm excess Ot | 
their output. Mr, Dunne will continue 

to handle the insurance accounts and | 
Mr. Scheaffer handling the inside end 
of the business, the company will be 
| qualified to render an ever greater 
oan to their clients 
| 
| 
| 


Excellent Record 


In the 38 years’ experience, F. B 
Collins has sold many million of farm 
mortgage loans to insurance companies | 
and no client has ever taken title to any | 
property, either directly or indirectly 
Further, Mr. Collins very proudly boasts 
of the fact that his company has never 


been one day in detault Of principal or 


interest No loan 1s mack except where 


| the Collins Con pany first mvests its | 
own funds and it then offers it for sak 
| to the investor, who has the privilege 
| of reinspecting and if for any reason the | 
loan is not desired, he either receives a | 
new loan or par value plus accrued in- | 
terst for the one he holds 
Whik he Colln Company occasio 
llv h Pore sul has alv s been 


able to dispose of the land taken at a |} 


margin ot prot! t 


Farm loan conditions in the southw 
are at the best and this is evident t 
insurance companies as they are now 
able to obtain from five to six percent 


|on their investments, as against six to 

seven percent, a few months ago 
| Where farm loans are scarce, as they | 
lare in the Southwest because of the 
| prosperity of the farmer, that is a good 
' spot for the writing of life insurance 











Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


a 


Contract direct with the 
Company. 
—O— 


Over $125,000,000 of in- 
surance in force. 








=, 





The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 











Belief 


Did a prospect ever ask you to specify WHY you believe 





your company better than any other? When a man 
asked Oliver that question he parried with another, “Why 
is your mother better than any other mother in all the 
world?” The man took the insurance, dropping all fur- 


ther talk about companies. 


NATIONAL FIDELITY men can talk and FEEL that 
way about the Company they represent. The close per- 
sonal contact, the friendly interest, the constant willing- 
ness to cooperate and to assist the fieldman in making 
his work effective and PROFITABLE cause him to sin- 
cerely believe that his Company is the very best company 


for him and for his clients. 


ur Junior Department, selling thrift insurance to boys 
of ten and up, complete policies taking effect at once, 
is fully justifying itself and is making REAL MONEY 


our agents 


cight of the most permanently prosperous states of 
the Union, NATIONAL FIDELITY policies and service 
are being sold—Illinois, Iowa, Minnesota, Missouri, Ne 
braska, Oklahoma, South Dakota and Texa 


NATIONAL FIDELITY LIFE 
INSURANCE COMPANY 


Sioux City, U. S. A. 
Ralph H. Rice, President 
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THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh *pyjg.02"* Pittsburgh, Pa, 











We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 








Incorporated in 1862 in the Commonwealth of Massachusetts 


Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first signe, 
of the Declaration of Independence. 

In 60 years it has grown to be the largest fiduciary institution in New England. 

Policies made secure by reserves maintained on the highest standard with an adequate Con- 
| tingent F ond providing protection against all emergencies. Total Assets, $239,693,000; Policy- 
holders’ R eserves and all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 

Policy contracts include all equities and options. 

Business done through agents. Information and advice on any matter relating to life insur- 
ance are available at any time through the Agencies or Home Office of this Company. 











INSURANCE COMPANY 





OF BOSTON MASSACHUSETTS 
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The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT ~“° MONTHLY INCOME INSURANCE, 
i] teal LATEST POLICIES AND AGENCY CONTRACT Baila tng 


Openings OHIO, IND., KY. MICH. and W.VA Write Columbus 

















Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Manager of Agencies or Michael Montague, State Agent 
111 No. Broad Street 1416 Mallers Building 
Philadelphia, Pa. Chicago, III. 











ECRET OF OUR We have a contract for you under which your 
One UCCESS IS income will be limited only by your activities. 
ERVICE 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, midiititn 


Cash Capital, $200,000.00 V. D. CLIFF, President 








“You Have a Boy”’ 
Makes Valuable 
Approach for Agent 
“I am convinced life insurance at the 


present time is doing more business in 


ny other line in the country.” Frank 
L.. Bettger, general agent for the Fi- 
delity Mutual Life in Philadelphia, gave 
this reply when questioned about the 
outlook tor new business. 

“What is the best sales argument 
these days?” he was asked. “Heart 


interest, same as it always has been,” 
Mr. Bettger flashed back immediately. 
‘That boy of yours’ is the best draw- 
ing-card | know of lo give an in 
nce of what | mean: Recently I 
sold a big policy to Mr. Blank, vice- 


| 
| 
| 


proportion to its invested capital than | 


president of a large Philadelphia cor- | 
poration I had learned—and, by the | 


way, it a good thing to learn thes 


things beforehand when you can—l had 


learned that Mr. Blank was childless | 
but had a nephew, a namesake, of whom | 
he was very fond. He was educating 


this lad because the parents could not 
afford it. 
‘The interview was brief. I began 


with "You have a boy—a nephew’ and | 


then I paused. 
“*Yes,’ said Mr. Blank, his interest 


aroused at once. ‘What's the matter 
with him?’ 
“*Nothing,’ I replied. ‘I believe 


you're interested in giving him a good 
education.’ 

“Mr. Blank responded that he wanted 
to see the lad through college. 

‘Is he a nephew on your side or 
your wife’s’ I asked, having a particular 
reason for putting this question. 

“*My side,” was the answer, and I 
noticed a touch of pride in the tone. 

“*Have you made any provision for 
educating him in case of your death? 
I am askine this because it is not likely 
that your wife would feel quite the same 
interest in this matter as you do.’ 

- * * 


“That's about all there was to the in- 
terview. Of course, I showed a friendly 
interest in the boy and encouraged Mr. 
Blank to talk about him. I learned 
what school he was attending, the fact 
that he played on the basketball team 
znd a number of other things. The 
secret of success in salesmanship is 
finding out what is closest to the pros- 
pect’s heart and steering your talk along 
that line.” 

“How do you make up your list of 
prospects?” Mr. Bettger was asked. 

“The Fidelity Mutual, which I rep- 
resent,” said he, “has a dandy letter of 
approach which it sends out to carefully 
chosen names, inclosing a card to be 
signed and mailed back to the company. 
This reply card expresses a desire for 
information on the form of policy which 
the prospect himself checks off, and, 
of course, gives the agent an opening 


| wedge 


“The number of replies varies trom 
15 or 20 percent in Philadelphia to 
sometimes as high as 50 percent out 
side the city An important item is 
the choice of names for mailing. These 
can be gotten from a telephone book 
or city directory, but if you are after 
hig game it is better to get your men 


' from Dun and Bradstreet’s. You get a 


better class there and have the added 
advantage of knowing their rating.” 
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The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 


Issues the _ best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 











Our Complete Protection 
Combination is the ideal form of 
insurance coverage 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 


President 


J. BARRY MAHOOL 
Vice-President 


J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 
Medical Director 




















HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Policy Holders Service to Agents 











An Old Line Legal Reserve Life Insurance Company 
A Company of Service 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 


Service to the Public 














A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 
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ACTUARIES 


ONALD F. CAMPBELL 


CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 














ARCUS GUNN 


CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 











RANK J. HAIGHT 
CONSULTING 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
wes, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared. 
™.e Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 


T J. McCOMB 








H. NITCHIE 
e ACTUARY 
1523 Association Bldg. 19S. La SalleSt. 
Telephone State 4992 CHICAGO 











ConsvuLTine ACTUARY 
402-404 Kraft Building 


REDERIC S. WITHINGTON | 
Tel. Walaut 3761 ++ DES MOINES, IOWA | 








OHN C. HIGDON ( 8% Gates Buildin. 


Kansas City, Me 


OHN E. HIGDON Actuaries & Examiners 


























| 


| 
| 


HOME LIFE INSURANCE Co. | 
NEW YORK 


WM. A. MARSHALL, President | 

The 62nd Annual Report shows: 

Premiums received during the | 

SET sik ta nae hind ian eaten $6,990,547 | 

Payments to Policyholders and | 

their beneficiaries in Death | 
Claims, Endowments, Dividends, 


TRG. cccccsccoccsccccccesoccesocces 4,740,340 


c. 
Amount added to the Insurance 

eee Pee cccccncccccascesese 2,121,307 
Net Interest Income from Invest- | 
GREE  concvecnsncossnesaqaenewesoee 1,964,050 


($642,638 in excess of the amount 
required to maintain the re- 
serve) 

Actual mortality experience 53.4% 
of the amount expected. 


Insurance in Force..........-seees $223,116,887 | 
Admitted Assets .........seseeees 43,222,328 
FOR AGENCY APPLY TO 

W. A. R. BRUEHL & SONS } 
General Managers 

Central and Southern Ohio and Northers | 
Kentucky | 


Rooms 601-606 The Fourth Nat. Bank Bidg. | 
CINCINNATI, OHIO 


CLEVELAND, OHIO 











MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Ex- 
perience, Low Cost, a Splendid 
Record for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








LIFE INSURANCE EDITION 


MORE LIBERAL PLANS 

| HAVE BEEN ADOPTED 
| Life Siniites thins Had to Beat 
the Bushes to Get 


Business 


BRAKES HAVE BEEN USED 


| Easy-Going Methods of the Last Few 


Years All Had to Be 
Discarded 


NEW YORK, Aug. 8.—A life insur- | 


nee othcial, in commenting on some 


the possible developments in life 
nsurance in this country following the 
close of the era oi Casy production, 
said that several companies have found 
it necessary during those flush years 
to put on the brakes in many respects 


wcause they had had even more than 
| they could do to take care of the new 
| business that was coming in. Efficient 
| hely has been difi cult to secure, the 
office machinery was more or less dis 
arranged during the war period, there 
was much more detail to look after, and 
with the enormous demand caused by 
the writing of such large volumes of 
business, offices were compelled to use 
| every expedient to give even ordinary 
service. 


Big Demand on Home Offices 


Phere was much complaint from the 
field as to the seeming tardiness at 
home offices in passing on business and 
getting out the policies. The agents had 
no tdea what was confronting office 
management. A number of companies 
also saw that in writing an extraordin 
ary large volume of business, they were 
drawing heavily on their surpluses. 
Some companies went farther than 
others in slowing down. Naturally 
executives did not want to discourage 
their agents or to throw too many ob- 
stacles in their way. This would have 
meant a disruption of the organization 





Had Knotty Problem to Meet 


Home offices had a big problem to 
| deal with, that being how to 


| similate as they desired, the big 
volume of new business that was com 

ing in. Many companies employed 

} me thods that were not noticeable on 
| the surtace and yet they were not in- 
clined to extend their coverage, adopt 

|} new and liberal plans or push tor busi- 
ness to any extent. They were satistied 

let the business come through in a 


' 

|} satisty their agents and yet as 
: 

| 

| 


normal way 


Some Companies More Rigid 


Many companies were more rigid in 





their medical examinations and rejected | 


| risks that would have been taken unde 
|! normal conditions Some companies 
adopted the plan of taking less broker 
| age business than usual. Others refused 
| to consider risks rejected by other com 
| panies. Some would not allow their 
| agents to solicit double indemnity on 
| old policyholders. There were a num 
| ber of means adopted to curtail the 
writing of so large a volume of business 
and to keep it down to the figure that 
could be taken care of without danger 
New Methods Found Necessary 
This year the companies have been 
casting about for methods to stimulate 
production. There has been much slow- 
ing down on business through the 
country and especially in the agricul- 
tural states. The fact that banks are 
tight with loans and money is hard to 
get has had its effect. The companies 
writing business in the farm districts 
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Ts Chicago National Life Insurance Company 
has special inducements for live agents in Illinois 
and in Indiana, advantageous contracts, standard 
policy forms, home office cooperation and the in- 
fluence of 1200 stockholders in both states. 


Five thousand leads received last month from our 
stockholders. 


Chicago National Underwriters Co. 


INCORPORA ED 


GENERAL AGENTS 
202 South State Street Chicago, Il. 




















Great Southern Life Insurance Company 
DALLAS—HOUSTON 


Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable Agents in Texas, 
Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 
Mexico and Mississippi. 


Policies up to date 
Write 
F. W. GRIFFIN E. P. GREENWOOD 


Supt. Agencies or President 
Houston, Texas Dallas, Texas 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed—because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 














More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan. 1,1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 


Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 

















KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 











Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 


Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 

















J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








HE MIDLAND MUTUAL LIFE INSURANCE 

Company of Columbus, Ohio, an established, con- 

servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 

General Agencies will be established at places were 
territories can be arranged. 

Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 

Address Home Office. 
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farmers, but with decreased prices for 
farm products and the difficulty in 
moving crops the farmers are forced to 
count their pennies. Undoubtedly there 
will be an easing up all along the line 
| and companies will now devise plans to 
make the writing of business easier. 
Writing Larger Lines 


In connection with greater liberality 
on the part of companies, 


| have been depending pretty largely on | 


a general | 


agent made the remark the other day | 
that some of the older companies could | 


well adopt the plan of some of the 
| smaller companies that are assisting 
their agents through reinsurance, These 
smaller companies have adopted the 
| fire insurance plan of writing large 


| policies and then reinsuring down to | 


their net retention. 
| fire companies did not write what is 


>ome years ago | 


known as Jumbo lines, but kept pretty | 


close to the amount that they actually 
retained. The demand from the field, 
however, was so great that they were 
forced to stretch their gross lines, ar- 
range for reinsurance facilities and 
| help out their agents. At the present 
| time almost all fire insurance risks can 
| be taken care of by an agent in his 
| own companies. In other words, the fire 
companies have gone the limit to ac- 
commodate their agents. There is not 
much money made by the agency com- 
panies by taking these lines, but it is 
a big accommodation to agents. In life 
insurance, the reinsurance plan has not 
been developed to so great an extent 
as it has in fire insurance. However, 
many of the smaller and medium sized 
companies realize the fact that they 
must give their agents facilities to cope 
with the bigger companies. 

For instance, a company whose net 
line is $10,000 or $15,000 may grant the 
privilege to its agents of writing 1s 
high as $100,000, Reinsurance arrange- 
ments are made to take care of the 


excess, 


Too Rigid in Rules 


This general agent, who represents 
one of the older companies, however, 
felt that the old established companies 
have become too rigid in their rules. 
and will go no further. He believes that 
the companies that are able to retain 
much business should arrange to take 
much more as an accommodation to 
their agents so that the general agents 
could get advantage of the collection 
fee. 

This general agent said: “For in- 
stance, I get an application for $300,000 
or $400,000. I can handle $100,000 of 
this in my own company. I am forced 
to go to other companies and broker 
the rest. I can only get the brokerage 
commission and lose the collection fee. 
This affects the subagent in a similar 
way. I think that our big companies 
should have reinsurance facilities to 
help their agents on these big cases. 
The aim of the companies should be 
to go just as far as they safely can for 
their agents in order to encourage the 
field forces. I have run across men 
where I have found it necessary to 
suggest a financial program involving, 
say, $125,000 insurance. My company 
would take $100,000 and no more. 
Therefore, I would have to go outside 
for the extra $25,000. It seems to me 
| that there should be more elasticity in 
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to take care of all the reasonable needs. 
I should say, for example, that a com- 
pany retaining $100,000 should easily 
arrange through reinsurance to handle 
$500,000 or $600,000, and thus greatly 
assist its agents who are working on 
large cases.” 
Many Examinations Required 


“If reinsurance could be arranged in 
this way, it would greatly simplity the 
medical work in connection with these 
large cases, where many companies ar¢ 
asked to go on the same risk. Where 
a large line of insurance is written an: 
it is divided among a number of co1 
panies, the medical examination is one 
of the big obstacles confronting th 
new policyholder. He has to run thi 
gamut of as many medical examiners 
as there are companies. This takes a lot 
of time. Many companies require their 
own examiners where large amoun:- 
are involved. A general agent remarke‘l 
the other day that in the big cities 
where this large business is written, 
some arrangement should be mad 
whereby the companies could agree o1 
two or three big medical men of the 
city, whose standing and experience 
are the best, and on whose judgment 
the companies could rely to represent 
all. They should do the examining i 
case of these large amounts. This 
would greatly simplify the situation and 
remove one of the barriers now stand- 
ing in the way of writing large policie 
Many prominent and wealthy business 
men demur to taking these large polli- 
cies because of the strenuous medica! 
examinations by so many different doc 
tors. Th y do not see the necessity o! 
having so many men go over them.” 

Risks Over Age 60 


A life general agent remarked the 
other day that in his opinion the com- 
panies would have to revise their ideas 
concerning the desirability of lives 60 
years of age and over. In the past the 
companies have looked rather askance 
on lives of that age. They have felt 
that when a man reaches the age of 60 
and applies for life insurance, he could 
detect some bad omen in his physical 
machine and was preparing for the 
worst. The selection was against the 
company. A man of that age does not 
as a rule have the motive to take out 
insurance that prompts him in his 
more productive years. Companies. 
therefore, have not encouraged insur- 
ance at the older ages. According to 
this general agent conditions have 
changed to such an extent that many 


| men of 66 years and over need insur- 





| this regard. A company should be able | 


ance for business and protective pur- 
poses just the same as they did when 
they were 40. He believes that men 
who are sound physically at the older 
ages are good risks and if the reason 
for wanting the insurance is sound, 
companies should treat them with con- 
sideration. He said that there are many 
men of 60 years and over who are active 
in business, who are full of snap and 
energy and who find it necessary to 
stay in business life to work out the 
problems of their concerns. He believes 
that the older risks in many cases are 
pow desirable and that the companies 
will be forced to acknowledge the new 
conditions. 


President C. A. Craig of the National 
Life & Accident of Nashville, Tenn., is 
spending the summer in Colorado. 








" W. W. LANE, Soeretary 


LIVE MEN CAN DOUBLE THEIR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 


INCOME SELLING OUR 


A. E. WERKHOFF, President 
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NEWS OF LOCAL ASSOCIATIONS 








RATE BOOK MEN ARE HONORED 
Direction of Affairs of North Texas 
Association Put Wholly in Hands 
of Field Workers 


TEX., 


DALLAS, Aug. 8.—Putting 
nto practice a policy it had been 
reaching for the past several months 
the North Texas Association of Life 


U nderw riters at the annual meeting last 
week placed the affairs of the organiza- 
tion in the hands of the men with the 


rate book. During the coming year men | 


and women who actually get out and 
sell insurance will be in charge of all 
the activities of the association. The 
embers who are state agents or home 


company officials took the position that 


president at the last regular meeting 
Mr. Nickelson, who is agency manager 
Bankers Life of Des Moines, Ia., 
Hildebrand of the National 


of the 
succeeds H 


Life of Vermont as president of the state 
association, Th committees for the 
coming year have not yet been ap- 
pointed, but Mr. Nickelson is planning a 
program of work covering the entire 
year to come Mr. Hildebrand, who re- 
tired as president of the state associ- 

ion, is the national committeeman for 
South Dakota and will represent the 


association at the international conven- 


| tion at Toronto this month. 
* oN ” 

Milwaukee, Wis.— Announcement has 
been made by Gifford T. Vermillion, 
president of the Milwaukee Association, 
of the postponement of all August and | 

|} early September meetings of the com- 


the time had come for the field worker | 


to get in the saddle, since they are the 
people who actually come up against 
the various problems with which the 
association hopes to solve. In other 
words it was determined before the 
meeting was held that the officers of the 
association would be men and women 
irom the field agents—people who are 
actually selling life insurance and will 
continue to sell it, 


Woman Made Vice-President 


went a step further. 
It recognized the place of woman in life 
insurance circles and elected a woman 
first vice-president, a stepping stone to 
the presidency of the association This 
is the first time a woman has been 
named an official of the association. 

The woman honored by the association 
is Mrs. Mary N. Hay, who is connected 
with the Southwestern Life of Dallas 
Mrs. Hay is one of the business produc- 
ing agents of the company She sells 
insurance and has been an active mem- 
ber of the association for some time. 
She is rated as one of the best insurance 
salesmen on the Southwestern force. 
Mrs. Hay is the widow of a former mayor 
of Dallas. 

The other officers are 
Federal Life, president; 
Minnesota Mutual Life, secretary-treas- 
urer, and D. C. Reeves, Peoria Life, sec- 
ond vice-president. The executive com- 
mittee is composed of Orville Thorp, 
Henry Camp Harris, E. B. Bynum and 


The association 


Robert F. 
Max Sprangler, 


Short, | 


J. Howard Odem. O. Samuel Cummings | 


was named director of the educational 
work. 
Both Robert F. Short and Max Sprang- 


ler are salesmen for their companies. 


They are in the field actually selling 
insurance and it is said they sell it, too. 
These men, with other officials, are ex- 


pected to map out a line of work which 
will be based upon actual problems the 
men with the rate book are confronted 
with from day to day and through the 
association seek a solution for them. 


Plan for Sales Congress 


It was announced 25 insurance men 
from the association would attend the 
national convention. Announcement was 


pany. The first meeting of the 
tion after the summer vacation 
held the middle of September, and will 
be a night meeting, contrary to the 
usual custom of the association. Al- 
though no definite program has been ar- 
ranged, President Vermillion states that 
matters of current interest will be dis- 
cussed by men prominent in insurance 
circles. 


associa- | 
will be | 


* K * 
Davenport, Ia,—Davenport life insur- 
ance men will be well represented at the 


National Association 
Toronto & & 
cal association, 


convention of the 
of Life Underwriters at 
Lay, president of the k 
will head the delegation 





BETTER FEELING NOW FOUND 


President Stahl of Farmers National 
Life Says That the Returns Are 
More Satisfactory 


President John M. Stahl of the Farm- 
ers National Life says that July 
showed a 42 percent increase in number 
of applications over July, 1921, and 38 
percent more than those received dur- 
ing July, 1920. The 
is making up for the poor business it 
had during March and April. 
the rainy season and the impassable 
condition of the roads, the agents were 
not able to make the grade. During the 
first seven months of 1921 the Farmers 
National received in applications $5,002,- 
500. During the first seven months of 


| this year it received $5,547,250. 


also made that the regular annual sales | 


congress of the association will be held 
in January. It is probable that the North 
Texas Association will open the series 
of sales congresses over the nation, if 
the policy of the past two years of hold- 
ing such series is decided upon by the 
national association or the president 
of that association. 
x * * 

South Dakota—The South Dakota As- 

sociation elected A. E. Nickelson as 


President Stahl says the lapse ratio 
this year is heavier than the same period 
last year and considerably heavier than 
for the similar period of 1920. The 
farmers, he says, have been depressed 
mentally for a number of months and 
are hard up financially. Crops that are 
now being marketed, however, will put 
them in better trim. They are indebted 
to the merchants and their banks and 
have failed to see how they could get 
out. 


Western & Southern Changes 

Superintendent H. H. Ware 
Southern Life has 
Detroit East to 


Assistant 
of the Western & 
been transferred from 
Miamisburg, O. 

The following promotions to assist- 
ant superintendent are announced: J. 
McGrath, Youngstown, O.; W. J. Casey, 
Cleveland North; H. Boehler, Kalama- 
zoo, Mich.; H. H, Wilson, Jackson, Mich.; 
Cc. D. Miller, St. Louis South; W. Lewis, 
Huntington, Ind. 


Farmers National | 


During | 











OUR MAY BUSINESS was 167% 
as large as in May last year 


HERE ARE SOME REASONS WHY— 


The Company has issued a New and Very Liberal Total 
and Permanent Disability Clause providing immediate 


benefits, a monthly 
disability presumed t 


A new Policyholders’ Health Service. 
A New Rate Book offering many special policies—Chil- 


dren’s Educational F 


without examination), Old Age Endowments, 


Special Business Pre 


premium of $33.5l—and many others 


We 


The Minnesota 


Address in confidence O. J. LACY, Vice-Pres. in charge of Agencies 


nave a few choice openings in new territory. 


On 


> 
= 

= 

- 





income Of 1% of the face of the policy, 
o be permanent after ninety days. 


unds, Old Age Pension Contracts (written 
A Twenty Pay 
tection Policy which at age 45 calls for a 


Mutual Life Insurance Company 
SAINT PAUL 














Great Republi 


LOS ANGELES, CALIFORNIA 
Capital, $500,000 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S. BRIDGEWATER 
325-331 Title Guaranty Bidg. 
St. Louis, Missouri 
Mgr. Missouri and Kansas 


W. H. SAVAGE, Vice-President and Agency Director 


c Life Insurance Company 


Fully Paid 


J. R. RAILEY 
#1 Dallas County State Bank Building 
Dallas, Texas 
Mgr. Texas and Oklahoma 

















SAINT PAUL 


Do you want to locate in the Northwest? 
liberal contracts in Minnesota, North Dakota or South Dakota. 


A. M. MIKKELSON, Secy. 





Ss 


MINNESOTA 
We can offer you 


Write Us 
J. IVAN RHEA, Supt. of Agents 




















Insurance in Force $75,000,000 


Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. 
and PROFESSIONAL Man’s Policy. A Special Farm Mortgage Policy—Monthly Incomes—Child’s Endowments. 


and Double Indemnity Provisions. 
THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 


For Agency Openings Address: GILBERT KNUDTSON, 


MUTUAL TRUST LIFE INSURANCE COMPANY 





EDWIN A. OLSON, PRESIDENT 


Vice President 


Assets $7,512,613.17 


Home 


Surplus $635,128.94 


A special low premium BUSINESS 
Disability Income 


Office, 30 N. La Salle St., Chicago, III. 














THE NATIONAI 


INVESTING ONE’S OWN MONEY 


Answer To the Excuse That a Prospect Often Makes To An Agent 


—— | 


IFE insurance men are confronted 

irom time to time with the ex- 

cuse of a prospect that he can re- 
alize more on his money by making 
his Own investments than by purchas- 
ing life insurance. He says that he con- 
siders life insurance a poor investment. 
He figures that he can do more with 
his money than a life company can. 
The Travelers endeavors to answer this 
objection. There are some good points 
in this argument that can well be 
adopted. The Travelers says: 

x * * 

“If it is your purpose in life to invest 
only for a prospective quarterly, semi- 
annual or annual dividend, to be paid 
to yourself during your lifetime, you 
are correct \ safety valve has little 
to do with the motive power of the en- 
gine, yet no wise engineer would run 
1 locomotive for one mile unless it had 
a properly constructed safety valve on 
it. Sooner or later that safety valve 
will save the engine, tender and train. 

“So life imsurance is a poor invest- 
ment, or the best investment a man 
ever made, just according to the point 





of view. The character of men who 
patronize the institution of life insur- 
ance attest to the fact that it comes in 
the class of best investments. 

* * 

“Then why is it that the great finan- 
ciers of the country carry such huge 
amounts of insurance? It is these men 
who buy the largest policies, many of 
them in excess of one million dollars. 
It is because they know that is the only 
money they can guarantee to leave at 
death. They know there is no better 
asset than life insurance. These great 
creators of fortunes don't agree with 


you, They endorse life insurance. | ability or premature death the return 
Life insurance is the only investment | from insurance will exceed many times 
that pays automatically at death | that from your investments, 
| “Why not insure your investments? | 
“It is not a poor investment. In one | With a small percentage of cash this 
sense it 1s no investment at all. It is a | can be done. If you die before you 
sure, fool-proof method of creating the | make good, your wife will obtain at 
estate you hope to attain by invest-j one step all that you hoped for. If you 
ment. It takes years to create an es-| live you will have doubly protected 


tate if you live—it may take but min 
utes for you to guarantee your family | 
with a certain income and it isn’t con- | 
tingent on your living. 


|| vestments 


. UNDERWRITER 


| “You might make more money by 
| investing in other things, provided you 
| live long enough and have no bad luck, 
| but where one has made money on in- 
many have lost either by 
death, total disability or numerous 
| other reasons. Invest a certain percent 
| of your money in life insurance to be 
safe. Over a half billion dollars was 
lost last year in investments that looked 
very promising but proved worthless 
* * * 


“You are assuming that you will have 
good health and will live for many 
years, and will make few mistakes in 
mvesting money. Should you enjoy 
health and long life 1 doubt whether 


| 


your method will prove in the end a | 


better investment than insurance. Even 
the most experienced of business men 
| make mistakes in investing money. 
| But in the event of permanent total dis- 


your old age. 
* . * 
“Do you know where you can invest 
$250 and have an immediate estate of 
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$10,000? No other legitimate 
nent has ever equalled that. Get 
insurance now; guarantee your futur: 
and put your surplus into other things 
“Certainly you may, Mr———., but 


invest- 





that is not what makes you earn your 
high percentage—it is your energy and 
talent. Money is now worth 6 percent 
Mr.—— , no matter whose money 
t may be It may be Rockefeller’s 


organ’s, your money or my money. 
you can earn 25 percent on it, it 


is because your talent and _ directiv 
force are responsible for the other 19 
percent. That 19 percent is what you 


need to protect with life insurance 
* % 

“That statement is partially true 

Life insurance may be a poor persona! 

investment, but, remember your fam 

pe. is dependent for a living on your 


a4 


continued exercise of 


in your investments. Don’t 
that good judgment is of su i 
portance to those dependent upon you 
to insure it against loss? Your life in- 

will also protect the invest 

ents you have t 

of your death for it wi 
cash for the family instead of requiring 


forced sale of securities at 


good judgm 





surance 





a possible 


' 
i1OSs 


* * * 
| “True, you can accumulate more by 
| systematic saving if you w_ll save and 
if you live to a good old age. Make 
| one deposit with us and you guarantee 
the full amount of your future savings 
no matter how long you live. The man 
who chooses investments or savings 
and fails to take insurance is gambling 
with the uncertainties of life. If he 
loses, his family pays. 

* * . 

“True, you may get larger returns at 
the end of twenty years by investing 
your money. Have you any assurance 
that you are going to live two years? 
In fact over 10 percent of our death 
claims occur within a year after the 
purchase of a policy. 

“We do not believe that a life insur- 
ance policy should be bought for in- 
vestment except to pay dividends in 
the way of satisfaction and comfort and 
this it will do. I will say, however, that 
your return from either stocks or 
bonds is not as certain as the return 
on your life insurance. Dividends are 
passed and the interest rate on bonds 
do not always make you a large in- 
come. On your insurance, however 
there can be no doubt but that you 
will get certain results. 

* 4 


“When you pass away, your stocks 








may have been declining and your 
bonds may have been paid and put into 
other ventures which again make the 
income for your family doubtful, but 
if vou have a good big life insuranc 
contract which will pay your family 
the income each year that they have 
been accustomed to, you will admit 
that life insurance has its place for you 

“Investments are uncertain—life in- 
surance is certain.” 


Going After “Big Fellows” 

A campaign to go after the “big fel- 
will be outlined at the August 
meeting of the “Big Producers” of the 
E. A. Woods agency of Pittsburgh, 
which will be held the latter part otf 
this month. It is the purpose of the 
campaign to push the writing of big pol 
icies. In July, when most of the agency's 
big producers were away on their vaca- 
tions, about 10 big policies were paid 
for, ranging from $10,000 to $75,000 

It is the plan of these producers to go 
after the big moneyed men in an en- 
deavor to point out to them why they 
should carry more insurance, not merely 
as a protection to their families, but to 
provide for inheritance tax and other 
expense connected with settling a big 
estate. 


low : 


The annual picnic and outing of the 
Old .Line .Life .Insurance .company .of 
Milwaukee was held at Muskego Cen- 
ter, an inland lake near Milwaukee, 
Thursday, Aug. 3. Games, races and a 
baseball game between the life and acci- 
dent and health departments featured 
the program for the day. 
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Investment Dangers That Confront Widow 
Offer Most Valuable Argument for Use 
of Monthly Income Installment Options 


By PAUL R. HATHAWAY 


HE function of life insurance, in its 
broadest aspect, is to protect the 


! much 


equity which one person has in the | 


whether that per- 
be a corpora- 
member of a 


vity of another, 
son holding the equity 
on, the surviving 
anyone else whose economic welfare is 
lirectly dependent upon the income 
producing ability of another. Since a 
fe insurance trust is a form oi property 
ownership whereby the proceeds of a 
life insurance policy are paid to the 
yeneficiary on the income plan, all that 
an argument and an appeal 





follows 1S 
for the sale of life insurance on the in- 
come settlement basis. 
Economic System Makes 
Husband Income Producer 
economic tea- 


The most outstanding 


ture of family life is the division ot 
labor between husband and wife. The 
wife assumes the role of household 


1anagement and care of the children, 
while the husband is able to concen- 
trate his energy upon the production 
of income. This specialization, which 
concentrates income production in the 
life of the husband, prevents the wite 
from acquiring those experiences which 
would enable her to step into her hus- 
band’s place, upon his death, and tunc- 
tion as effectively. 

Here, then, admissibly, is 
link in the chain of family 
For the welfare control is 
dependable, regular income, because 
our needs are recurrent things, the 
basic one daily, and it takes a regular 
income to meet them. Yet nature ties 
up this undoubted need for a con- 
tinuation of income in the form of a 


at te 
a man. And you know, as well as }, 
that heart beats carry 


no future guar- 
anty of dependability. 


Life Insurance Enters 

To Remedy Weakness 

Hence it is at this juncture that lite 
nsurance enters to remedy the weak- 
ness in an otherwise perfect system ol 
relationship, by guaranteeing the con- 
tinuation of income. In the form of a 
life insurance trust, under the super- 
vision of the life insurance company, 
t steps into the place made vacant by 
the death of the husband, continues the 
income, enables the wife and mother 
to continue those activities of house- 
hold management and care ot children, 
which nature intended for her, relieves 
poverty, eliminates misery, drives away 
worry and care, helps to educate the 
fatherless children, fills the twilight of 
the mother’s life with contentment and 
iov, maintains the standard oi living 
for the family, enables the mother to 
raise her children to be decent citizens 
ind a credit to society. It is, there- 
fore. one of the most constructive acts 
which a man does, when he buys for 
his family a supervised estate in life 
nsurance; and the salesman 1s thread- 
ng the paths of the Almighty when he 


sells it. 
Problems Wife Faces 
in Managing Property 
ake plain what I have 


I think it will be 
profitable to make a short study of the 
problems a wite 


the weak 
relations. 
income, a 


In order to m 
been trying to say, 
faces when left to 
manage property, how she may be ex- 
pected to react to the new situation and 
then show how splendidly a life in- 
surance trust would come to her aid. 

In the average American family the 
vife, if she formerly had some occupa- 
tion or profession, has now forgotten 


| upon the whole situation. 


artnership, a wife, dependent child, or | 


} at all, 














of it and is wholly dependent 
upon her husband for support. Now, 
one day this husband falls by the way 
side and immediately a new face comes 
The income 
producer is gone and with him have 
gone, too, all of those experiences and 
special training which enabled him to 
produce sufficient income to maintain 
the family comfortably. What has been 
left in his place? Some property, per- 
haps, in the form of a home, and some 
stocks or bonds or cash in the bank or 
life insurance in a lump sum. rhe 
chances are that if he leaves anything 
the income return will scarcely 
equal 10 percent of the income to which 
the family has become accustomed. | 
doubt, very much, whether, in the ma- 


jority of cases, the family would re- 
ceive even that much. 
How Can She Best 

Invest Her Money? 

In any event, the wife has a tre- 


mendous problem to solve, and on the 
basis of a very inadequate training, 
too. Yet, how is she to help herself? 
Has not the very inertia of her 
made it impossible to acquire 





as electric light, telephone and street 

railway stock; the stocks of industrial 

corporations such as Bethlehem Steel, 
| General Motors, Goodyear 


| solution depends largely 


Tire & 


Rubber, and the like; mining stocks, | 
such as copper, silver, lead and oil 
stocks. Relative to the protection of 
principal she may buy preferred or 
‘ommon, with a good deal of difference 
in the quantity of protection possible 

in the preferred issues. As is the case 
with bonds, she may buy either listed 
or unlisted stocks, but somewhat dif- 
ferent fré bonds she can never get 
quite the same degree of security. She 

has also to distinguish between stocks 
t established institutions and promo- 
tional enterprises, and between legit 

mate propositions and swindles 


Seeks Investment Which 

Will Pay Higher Rate 

Now that detail of investment 
sibilities is by no means complete, yet 
it is of sufficient size to show you that 
she has no small problem on her hands 
at the best. How she will attempt its 
on three fac- 


pos- 


| tors, namely, her ignorance of invest- 
ment values, the inertia of her old 
mode of living where she depended 
upon her husband to produce the in- 
come and the desire, born of years of 
| habit, to maintain the old standard of 
living. In other words, the whole 


living | 
that | long 


force 
battle 


of her past life comes up to do 
with the future in an attempt to 





provide an income compatible with her | 


established needs 








Paul Hathaway is district agent of the Northwestern Mutual Life at 
Bryan, O. This address on “Life Insurance Trusts,” delivered at the an- 
nual meeting of the Northwestern Mutual Agents’ Association, before the 
small town and country agents’ luncheon conference and also before the 
city agents’ luncheon conference, depicts in an especially graphic way the 
dangers in regard to the investment of funds which confront a widow left 
with lump sum insurance and the way in which the monthly income plan 
avoids those dangers and offers a full solution for her difficulties in that 








respect. 
training mecessary to take her de- 
ceased husband's place? However, 


she must live and so must her children. 
Necessity drives her on. She is simply 
compelled to make a move. Her prob- 
lem of property supervision, then, re- 
solves itself into this. Where can she 
invest her money? 

Well, let us see. 

She can invest in first mortgages on 
local real estate. But she knows little 
or nothing about realty values. Be- 
sides, the yield is only about 4 percent 


net and that is not sufficient for her 
needs, she thinks. 
She may buy bonds. But now the 


problem grows more complicated than 
ever, for there are a multitude of dii- 


ferent kinds of bonds. To illustrate, 
there are government, state and mu- 
nicipal issues. There are county and 


township bonds, railroad bonds, public 
utility bonds, bonds on industrial cor- 
porations, all bearing different rates of 
interest, varying in security and mar- 
ketability. 

When it comes to the protection of 
principal, there are first mortgage 
bonds, junior lien bonds, convertible 
bonds and debenture bonds, which last 
are simply the unsecured promises to 
pay of the corporation issuing them. 

Then she may buy listed or unlisted 


| bonds; investment bonds or speculative 


bonds. 


Will Base Purchase on 

Confidence in Adviser 

In any event, she will know but lit- 
tle or nothing about the respective 
merits of any one or more of the kind 
of bonds named and, should she buy, 
it will be because she has confidence in 
the person who advises her to buy. 

Turning to stocks, she may buy rail- 
road stocks, public utility stocks, such 














So here is the temptation to which 


she. is put—the temptation to invest 
her funds in such a manner that she 
will be able to have those comforts 
which she would otherwise be forced 


to forego because of inadequate in- 
come. To do this thing, to satisfy her 
cravings for the things to which she 
had been habitually accustomed, she is 
forced to invest her money in that 
class of securities which pays a higher 
rate than is consistent with safety and 
regularity in income. Of course, she 
knows nothing of the fundamentals of 


investments. She knows just one 
thing, that she has not the things she 
formerly had and these things she 
wants. And she buys on the basis of 
somebody else’s word, not upon an 
analvsis of the merits of the invest- 
ment. 
Risk in Purchase 

of Industrial Stocks 

Now, the chances are that the wife 
will put her money into industrials, 


either those of established enterprises 
or into promotions in expectation of 
large profits. In fact, when business 
is prospering, the industrials form one 
of the most productive class of securi- 
ties on the market; and, hence, it is this 
class that is usually offered to the small 
investor because of his desire to make 
his loose money earn as much as pos 
sible. Yet it is the first class to feel 
the chill of a period of depression and 
so moves to protect itself by stopping 
the payment of dividends. And people 
who have bought this class of stuff, 
expecting to receive a regular income, 
meet with a sad disappointment. 

‘et it simply cannot be otherwise in 
the nature of things. Business condi- 
tions move in cycles. Periods of pros- 
perity and depression follow one an- 


other with wavelike regularity. 
; economic in origin, to 
added an exhibition of mob psychology 
which only intensifies the peak of the 
boom or depth of the depression. With 


They 
which is 


are 


usiness on the upgrade there is a 
growing demand for the products of 
industry. The mills and factories are 


ina prosperous 


) condition rhey have 
a market which 


is absorbing their out- 


put Naturally they can pay for the 
use of money and pay well. They 
make more, But the ability to pay 
dividends is conditioned upon the abil- 
ty ot the market to absorb the prod- 
ucts of the plants. Hence, when busi- 
ness conditions move into the valley 
and there is no market to absorb the 
anutactured goods, these industrials 


simpiy cannot produce at a profit and 


therelore cannot pay dividends. 
Jeopardizes Her Own 
and Children’s Welfare 


Now it takes a regular income to 
provide food, clothing and shelter. to 
pay taxes or rent, and to provide for 
the upkeep of property, to say nothing 
about the comforts and conveniences 
that serve to add joy and color to liv 
ing Moreover, the most valuable 
thing that can be left a child is the 
undivided time of its mother, and a 
regular income is required to do that 
Consequently, when the wife, in her 


ignorance of investment facts, seeks a 
large income bearing investment for 
her and her family’s good, she at once 


| throws into jeopardy her own and her 


| nity 





children’s welfare, because the history 
of that class of stuff shows highly 
erratic dividend performances with a 
heavy loss of the original investment. 
_I have used industrials as illustra- 
tive of the usual investment opportu- 
chiefly because of experiences 
through which my county has passed 
during the past three years. The 
county is rural, with a population of 
about 25,000; yet during that time not 
less than $1,000,000 have gone into in- 
dustrial enterprises, either new or old 
with the result that principal is either 
now a dead loss or seriously impaired 


and no income has yet been received. 
Life Insurance Trust 

Offers Real Solution 

To prevent this sort of investing 


trom taking place on the one hand and 
to circumvent the unfavorable effects 
ot periods of depression on the other, 
it is absolutely necessary for a man to 
tie up a major portion of his estate in 
such a way that the principal can 
never be jeopardized and that a regular 
income will always flow from it. 


When you sell a man a life insur- 
ance trust, you sell him an estate, 
consisting of properly selected first 
mortgages on improved farm prop- 
erties and city real estate: and you 
effect a supervision contract between 
him and the = insurance company, 


whereby the latter collects the interest 
and principal, arranging for the pay- 
ment of either or both in monthly in- 
stallments, if so desired. 


Small Income Better 

Than Lump Sum 

_ Knowing, therefore, the pitfalls that 
line the pathway of the great multi- 
tude of women investors, I have en- 
deavored to arrange installment forms 
of settlement in all the contracts that 
I have sold. I always urge that such 
a settlement be chosen for all amounts 


above that necessary to meet. the 
usual expenses incident upon death 
and the outstanding debts. I believe 


that $30 per month for seven years is 
better than $2,000 in a lump sum, It 
gives a regular income, to which the 
family has been accustomed, for a 
definite term of years, thus allowing 
the family at least the grocery bill every 
month while it is adjusting itself to the 
changed economic conditions. 
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SCHOOL ENDS FIRST SEASON 


University of Oklahoma School of Life 
Insurance Salesmanship Graduates 
65 at Close of Course 


OKLAHOMA CITY, OKLA., Aug. 
8.—Diplomas were presented last week 
to 65 students of the first school of life 
insurance salesmanship to be conducted 
by the University of Oklahoma, and one 
of the first of such schools to be held 
in the United States. This closed the 
term which was held during the sum- 
mer months when the main university 
course was closed. The school faculty 
was composed of W. W. Phelan, pro- 
fessor of physiology and dean of the 
school of education of the university; 
L. D. Stark, special instructor and grad- 
uate of the Carnegie School of Life In- 
surance Salesmanship; James E. Bragg, 
special instructor and graduate of Car- 





| © . 
Expense of the school was main- 


negie. 

| tained by the university and the Okla- 
|homa Life Underwriters’ Association. 
| During the eight weeks of the term 


special lecturers from different parts of 
the United States attended. 





Minnesota Mutual 


Mutual has raised its 
the double accidental death 
benefit from the previous limit of 
$10,000 to $25,000. As heretofore this 
benefit is granted only on life and en- 
| dowment forms which include also the 
disability benefit. 


The 


limit for 


Minnesota 


To Enlarge Home Office Building 

A firm of New York architects has 
drawn up plans for the addition of seven 
additional stories to the five-story home 
office building of the Life Insurance 
Company of Virginia. The building 
fronts the beautiful Virginia capitol 
' grounds, and the company has gradu- 


ally acquired adjoining property, until 
now it owns the entire block in which 
its home office building is located. 

The $100,000 Club ot the company 
will hold its meeting in Richmond, Sept. 
7, according to announcement made by 
Vice President W. L. T. Rogerson. 


Old Line Life Outing 


Two hundred employes of the Old Line 


Life of Milwaukee, led by Rupert F. 
Fry, president, and J. E. Reilly, secre- 
tary and treasurer, rode to Muskego 
Center, near Milwaukee, for the annual | 
picnic and frolic of the company. The 
feature of the day's program was a 
baseball game between the life depart- 
ment and the accident and health de- 


partment, a ten-inning game, ending 


with a 5 to 4 score in favor of the ac- 
cident and health nine 

W J. Moore was general chairman 
of the program committee Swimming, 


occupied the 
the athletic 


diving 
with 


and fancy 
together 


boating 
afternoon, 
program. 





Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 


Safe Investments 


LIFE 


Milwaukee 


45.17% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1921 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 


THE NORTHWESTERN MUTUAL 
INSURANCE 





— 
COMPANY 


No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 


Wisconsin 








N. P. HULL, Pres. 





A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


LANSING, MICHIGAN 
C. H. BRAMBLE, Secy. and Treas. 


I. D. WALLINGTON, Supt. of Agents 











THOMAS J. OWENS, President 


Capital, $200,000 


build a real life insurance company. 





All of the stock is held by a few substantial business men 
of Indiana who believe in the ability of the management to 


If you want to be affiliated with an institution that has real red 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO. inoianapotis 


NO ORGANIZATION EXPENSE 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
blood in its veins—that has all the elements of growth and permanency— 


Tell us where you want to work 


Managed by men experienced and familiar with all de- 
oa 
partments of life insurance work. 


CLAUDE T. TUCK, Secretary 
Occidental Building 


Surplus, $100,000 
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| Financing New Agents 


Big Problem in Life 
Business at This Time 


MILWAUKEE, WIS., Aug. 8.—A 
life agency superintendent recently call- 
ing on his representative in Milwaukee 
told THe Nationa UNDERWRITER that 
there has been a good deal of exaggera- 
tion about the number of lapses on ac- 
| count of loaned-up policies. He added 
that a much bigger problem for the 
company or general agent at this time, 
in a great many places, is the financing 
of agents. 

“There has been a good deal of un- 
usually fine timber made available for 
life agents,” he added. “Other indus- 
tries have had to let splendid and worthy 
men go, and the agency superintendent 
naturally looks at such available ma- 
terial with a great deal of interest. 
Many of these men are not only fine 
salesmen and well understand the value 
of life insurance—perhaps better than 
many agents when it comes to the sale 
of life policies for business purposes— 
| but the trouble is that they are not in a 
position to finance themselves in order 
to do the volume and the selling work 
that is necessary for producing a good- 
sized income at once, according to the 
income they have been used to hav- 
ing. Many of these men cannot afford 
to build a field from the ground up 
and have to have a good return in a 
very short time, and that takes some 
financing in these days.” 

He indicated that getting volume busi- 
ness of the right type and kind, and 
capitalizing the many opportunities 
which are now available for the man 
who looks around, does take a good deal 





; of capital at present, more than ever 


before, and this is having its effect in 
the agency circles of a number of com- 
panies, 


Made Fellow of Actuarial Society 


Elder A. Porter, actuary of the In 
dianapolis Life, has been notified that 
he was successful in the examinations 


of the Actuarial Society of America and 
that he is now a Fellow of that societ 
Mr. Porter is a graduate of Ann Arbor 
and was for two years actuary of the 
Indiana insurance department. Clifford 
H. Folz. Secretary Charles 
Folz of the Public Savings, and now 
student at Ann Arbor, also successfully 
passed his first examinations in tl 


son ot 


society 


Finds Business Excellent 


By writing $3.000.000 of business 


during July, the Minnesota Mutual 
again practically equalled the record 
attained in 1920. The Minnesota Mu 
tual’s business for the year to date 
very nearly approximates the total 
amount written two years ago, during 
the same months. 
Life Notes 
The Bankers Reserve Life of Omaha 


has been licensed in’ Ohio. 

Perey D. Smith, manager of the Aetna 
Life in Chicago, has gone on a five- 
weeks’ trip to the Pacific Coast 

A. W. Garraway. recently 
general agent in Mississippi for the 
Continental Life has returned to Jack- 
son from visit to that company’s 
home office, and has opened his new of 
fices there. Since 1916 he has been con 
nected with the gufkin & McLean 
agency of the Penn Mutual Life, ex- 
cept for the period of his service in the 
world 

The Northwestern Mutual 
presented a _ petition to the 
council of Milwaukee for the 
$29,000 in taxes, allewed to have been 
wrongfully assessed under the recent 
Supreme Court decision in which the 
company had its claim sustained that the 
ornamental features of its home office 
building should not be assessed for pur- 
poses of taxation. 


appointed 


Life has 
common 
return of 


A new life general agent’s register is 
now being put out by the National Un- 
derwriter Supply Department, which it 
seems will prove to be exactly what 
many general agents have been looking 
for A sample page with complete in- 





formation will be sent on request 


se. ea 


























WHEN BETTER POLICIES ARE WRITTEN 
THE NATIONAL RESERVE LIFE WILL WRITE THEM 





NATIONAL 


LIFE INSURANGE CO 


Brosidoan 


GEO. GODFREY MOORE. 





HOME OFFICE 


RESERVE 


TOPEKA, KANSAS 














Agents Wanted! 


For Attractive Contracts 


Write to 




















We Want . ° 
District Managers | /N€ National Reserve Life 
and Wrote more business in its own 
Salesmen home state last year than 51 other 
companies, ting its nearest 
re or - 
ARKANSAS competitor, one of the big Eastern 
IOWA Companies by over $3,000,000. 
MISSOURI 
NEBRASKA 
seetaot We Want Real Producers 
UTAH a seg —_ » ea in I. &. Stribling J. M. Yoes, 
’ i t ’ or 
Don t delay, send a ye > ‘hank aunties Gb President Secretary 
im your application Insurance Company in the Middle 
right away. West. 
~ 
l eee Senses . - 12 © 8 © 8 s]e os s)ele'e's's ale o's s\n)e el elelelele és Seles ee se sles ese ee © slew ale eelas ee aaiale'e ae sleee cle ea eee al+je «sla Te 


F 


Se eeeeaicgageaieaieees 






STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 


Sole Protection 
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of Policyholders 





PROGRESSIVE n 
The Growth of Oak—The Solidity of Granite 


CONSERVATIVE 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


0. Cc. L. BUILDING 


Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Children 
on variety of Life and Endowment plans, thus enabling 
parents to buy all of the Family’s insurance on the Ordinary, 
i.e. Annual, Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability 
features for Males and Females alike. 


Standard and Substandard Risk Contracts, i.e.less work for 
nothing. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
of CHICAGO, ILL.” 
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The Company has its Home Office in its own building at 166 W. — 
Jackson Blvd. running through to Quincy and Wells Street, right 
in the heart of Chicago’s Financial district. 


JACKSON BOUL. 





